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SEASON’S PROFITS 
FROM UNDERWOOD 


There are four good reasons 





why Underwood portable 
dealers are having 


a profitable holiday season: 






1, strong full-page, 4-color 
advertising in Life and 

other national magazines; 

2, new low suggested retail 
prices of $68 for the Lettera 22 
and $98 forthe Studio 44; 





3, full profit opportunities for 


dealers on every sale; and 





4, product quality that 
means minimum service 
costs, higher net profits and 
satisfied customers. For 
information on dealership 


opportunities, write to 





Portable Division, 
Underwood Corporation, 
One Park Avenue, 


New York 16, New York. 


poomuopun 
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In the Burroughs Dealer Derby 


NEW QUANTITY PURCHASE INCENTIVES 
NEW PROMOTIONAL ALLOWANCES 
NEW EASY TERMS 


on Quality Burroughs Adding Machines 


DOPE SHEET DETAILS: 


Three ways to place your money —three machine combinations 
to choose from, embracing the following styles: J 224, J 290, 
J 292, J 294 and J 314. Each is a leader in its particular field, 
each has credit balance. Capacities range from 7-list/8-total 
to 10-list/11-total. The J 314 features dialed automatic short- 
cut multiplication. 


BET ON THE FAVORITES 


Pick a combination. Pick a winner! Each of three package 
combinations carries big special allowances in addition to 
regular dealer discount—each combination with easier terms. 
Up to 120 days to pay with no down payment .. . no interest. 





Special additional advantages apply on reorders! 


NO HANDICAP FOR NEW DEALERS 


New dealers are eligible. Put your money on a winner! 
POST TIME: 


Right now! 
This special promotion ends December 30. 


TO GET YOUR DETAILED RACING FORM: 
Send the coupon below. 


Burroughs 
Corporation 


The Sign of an Burroughs—TM 
Outstanding 
Dealer 


re oa 
~_ o*, Af, '%, ) ~ 
ye at oan Burroughs Dealer Sales Department 
2 A ‘my o> ‘ 
“a ji! /' f ie aa. Burroughs Corporation 
a 


Detroit 32, Michigan 


Please send me full details on the Burroughs 
Dealer Derby. 


NAME 





FIRM NAME 





ADDRESS 





CITY ZONE STATE 


———— iinet | 
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DEALER ORIENTATION MAKES THE DIFFERENCE 


ee ” 
WHY DID "BIDS HILLSTROM LOSE SLEEP 
OVER CHAIRS? CJ Manufacturing vp, C. A. “Bids” Hillstrom, is not a 
chronic worrier. But right up until the day the new Contoura Group of chairs went to 
market, he spent his evenings thinking of ways to make them better. 


Why this last minute worry over fabrics and finishes, adjustments and hardware? Simply 
because the Contoura chair was a last major step in giving the CJ dealer a complete office 
furniture line . . . and it had to be right. ‘hese are questions that constantly concern every 
member of the Corry Jamestown organization. How to give the CJ dealer the most complete 
line of the very best office furniture available. How to give him the most effective service 
and support to move that product. 

This is dealer orientation. This is the constant focus of attention at Corry Jamestown. 


This is the value of the CJ franchise. Write us today to learn how it can work for you. 


CORRY JAMESTOWN 


corry, pennsylvania 
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Christmas may be just a few shop- 
ping days away, but we can’t resist DECEMBER, 1961 VOL. 40, NO. 12 
passing on this idea for you to tuck 
away in your old kit bag until next 


October. 
You know how all the kids come 
home on Halloween with a sack full 24 Operation Open House 
of calories and teeth decayers after A celebration that built business 
“Tricks or Treating.” Don Fischer’s 26 “Don't Forget Your Secretary” 
brood—six healthy youngsters—is no This new approach boosted holiday volume 
different. But there was something 27 = Successful Sales Compensation and You 


different this year in their bags of 


“ Appraisal of incentive plans—By Michael L. Sanyour 
Halloween loot. 


One of Don’s neighbors, an em- 30 “Showplace of Office Furniture” 
2 ‘ a California firm displays for freeway 
ployee of a Duluth stationery firm, : 
came up with a real winner. Instead 32 No Sales Trainees, Please 
of candy, he treated the tricksters A unique Boston sales program 


to a shiny new pencil. There’s no ques- 
tion about the success of the idea. 
The pencil was the first item the lit- 
tle Fischers showed their parents 


when they got home. ‘ Dear Reader 
Might not be a bad idea to pro- 7 Capsule Comments 
mote next year; giving pencils in- 10 New Products 
stead of candy. No child ever got a 19 A Letter from Washington 
toothache from a pencil. 23 In My Opinion 
ASF , : : : : 36 News, People and Events 
Christmas is a time for remember- c : 
; . a 44 Miscellany in the News 
ing, and one of the most common 
ways is the card. But what happens 48 Views of the News 
to the old cards? 55 Yours for the Asking 
One who uses old cards is the 55 The Stationers Calendar 
hobbiest. A Garwood, N. J., woman 56 a Se 
has 10,000 in her collection. She’s 
Mrs. Steven Staruch, founder of the 
two-year-old Garden State Post Card 
Club, which now claims 97 members. 
Mrs. Staruch is convinced there is a Publisher HAROLD O. SHIVELY 
revival in the hobby of card collect- Editor DON FISCHER 
ing—because “they're starting to Managing Editor GENE GRUBA 


make them beautiful again.” Her col- 
lection includes a card copyrighted in 
1896. Wouldn’t the best of such a 


Assistant Editor JACK O’CONNOR 5 PA 


Circulation Manager HERB HOENE we 





collection make a good display to Production Manager HARRY RAMALEY 
promote cards next Christmas. 
. . . 


Northern Minnesota, because of DAVIDSON PUBLISHING COMPANY 


the snow and tall pines—and mainly 
because it’s home—is a wonderful 
place to be at Christmas. We sin- 
cerely hope that, wherever you are, 
Christmas will be wonderful for you. 


1 East First Street, Duluth 2, Minnesota, RA 7-8511 

New York 17: Robert Shearman, 480 Lexington Ave., TN 7-0011 
Chicago 1: Walter Christie, 221 North LaSalle St., CE 6-1600 
Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BR 2-1465 

San Francisco 5: J. A. Converse, 274 Monadnock Bldg., YU 2-3029 





— MODERN STATIONER is published monthly by Davidson Publishing Company, Publication 
a office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, Duluth 2, Minne- 
sota; Business offices, 480 Lexington Avenue, New York 17, New York; Marshall Reinig, pres- 
ident; Robert Edgell, executive vice president; Harold O. Shively, vice president; Anita Reinig, 
secretary; Gene Kuefner, treasurer. Single copies 30c. Subscription rates, $3.00 per year; 
t page Canada and foreign, $5.00 per year. 
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A TEAM OF ROGERSNAP 


SPECIALISTS 
ARE BEHIND YOU 


You are a sales specialist in Business Forms. Conse- 
quently, you must demand the same high calibre of the 
products you represent. This requires that the designers, 
engineers and technicians employed by your manufac- 
turer be the best in their respective fields. From the 


simple form to the complex systems . . . you can rely 
on ROGERSNAP. 


WRITE FOR DEALER INFORMATION 
4924 READING STREET DALLAS, TEXAS 


SS 


' 
| 


CUSTOM e STANDARD e STOCK] 


FORMS: 


ROGE RSNA Pp 


BETTER BUSINESS FORMS 


the complete line of 














CONTINUOUS, SNAPAPART & STOCK | 
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“I wonder how many of us realize that nearly 95 percent of the businesses in America 
are small businesses—some 4.5 million of them; that they represent 40 percent of our 
total business activity; and that approximately one of every two persons employed in the 
United States is an owner, manager or worker in a small business. So, I guess one can 
say that collectively small business is the biggest business in America.”—From an 
address by John E. Horne, administrator, Small Business Administration. 


“Trustees of the elementary school district had a five-hour session of handling school 
business. Their last action at the meeting was to set up an appropriation of $450 for 
softer chairs for future sessions.”—Los Angeles Times. 


“The context of the next 10 years, rightly or wrongly, will be one of measuring both 
our absolute and relative achievements against a scale of international conflict. This 
implies not only great need for enhanced economic growth to sustain and improve our 
competitive position in the world market place, but also for a pattern and process of 
growth that will sustain and improve a form of economic life worthy of emulation in 
all the developing areas of the world.”—-Hickman Price, Jr., Assistant Secretary of 
Commerce for Domestic Affairs, in a speech before the annual meeting of the Business 
Equipment Manufacturers Assn. 


“It is certainly impractical, if not impossible, for even the larger concerns in our line 
of endeavor to spend individually the sum of money we are collectively spending 
through NSOEA for important studies and projects.”—Caldwell Harper, NSOEA presi- 
dent, in The National Stationer. 


“Make your ads clean, but not too clean—you are not Tiffany’s. Make your ads black, 
but not ‘boraxy—you are not a Barney’s Army Store.”"—A NOMDA conventional 
panel on advertising. 


“An American typewriter manufacturer who is determined to remain competitive by 
producing a quality product can succeed in the face of highly intense competition.”— 
W. H. Beckwith, Royal McBee Corp. vice president, in commenting on the five- 
millionth Royal portable being produced. 


“With the current, constant cry for something new—it’s astonishing to learn that tastes 
in Christmas card design have changed very little since 1921.”—Masterpiece Studios, 
in a statement on the company’s 40th anniversary. 


“It is well to place continued emphasis on the importance of reversing the trend toward 
lower margins. The profits realized by the average dealer 10 years ago were due in 
part to higher gross margins. Assuming that there is a practical limit on the reductions 
that can be made in the cost of doing business it would seem clear that the dealer 
who wishes to elevate his profits should concentrate on establishing and maintaining 
a more profitable pricing policy.”—-Harbridge House analysts, as quoted in the NSOEA 
Newsletter. 


“Today’s short skirts have prompted a large Los Angeles business firm to hang cur- 
tains on its stenographers’ typewriter stands. They cost a little money—but they pay 
off in cutting the number of manhours lost to distraction."—-Art Ryon of the Los 
Angeles Times, as quoted in the Reader's Digest. 


“A reputable manufacturer must recognize that a product service program is most im- 
portant to a long-range sales development program. The satisfied customer today is 
tomorrow’s potential buyer.”—-W. C. Ayres, general manager, commercial equipment 
department, General Electric Co. 








THERE ARE “HIDDEN SALES” 
IN THE POST XMAS SLUMP! 


RICH PROFITS FOR THOSE WHO KNOW WHERE TO LOOK 


Hidden sales are waiting. Not because Christmas is coming, but because it’s over. You can 
turn the so-called slump into a more profitable period if you’ll follow the tips given below. 


HIDDEN SALES AND HOW 
TO MINE THEM 


Millions of people will have gathered 
mementos of the season. They'll want to 
keep them. Most important, they won’t 
think of this until the holidays are over. 
That’s the time for you to strike. That’s 
the time for you to push C. R. Gibson 
memory books and albums. 


31 


GRANNY —THE GREATES 
COLLECTOR OF THEM ALL 


Grandmothers are notorious collectors of 
pictures of their children’s children. 
Christmas piles up dozens of photos taken 
at the family gathering. Make sure these 
customers tuck them away in an “S.O.G. 
with P.I.P.” (Silly Old Grandmother 
with Pictures in Purse). But you’ve got 
to tell them about it. 








EAGER TEENERS ARE THE 
BIG SPENDERS 


And they love to have their prom dance 
cards, torn movie tickets, photos put 
where they can sigh over them later. 
What better place then a C. R. Gibson 
teen diary, scrapbook or graduation 
book? But you’ve got to tell them about it. 





@ Td like a 
2¢. BABY RECORD 
t hg BOOK 
| by Gibson 


GIBSON'S gut " 


* 


bait: FoR A UFETIME 
im 
OF MEMORIES 
< 
eu 
. 





MAGNIFICENT PERSUADERS 


Very big with sales, very small with 
space. These counter cards, streamers 
and book racks are appealingly designed 
to pull sales from all comers. Yours for 
the asking, but you've got to use them. 








THEY MARRY AFTER XMAS! 


Every girl a June bride? Ridiculous! 
Statistics prove it. Besides, more brides 
prepare for spring weddings during Jan- 
uary (proved by bridal magazine sales), 
Gibson Wedding Record Books are per- 
fect presents, especially for bridal show- 
ers. But you've got to tell them about it. 





JANUARY —379,440 
BABY PROSPECTS! 


Not all born in your area, but don’t for- 
get babies know no season. Gibson Baby 
Record Books pyramid your sales, be- 
cause the mother who buys “Baby’s Mile- 
stones” for baby’s birth certificate, health 


records, etc., is a prospect for “Here I 
Grow” and “Sitting Pretty”. But you've 
got to tell her about it. 


Follow these tips on post Xmas selling 
and turn that slump into a fat little boom 
. one you can count on every year! 


JS 
THE 22EU OSOPt COMPANY 


NORWALK CONNECTICUT 
Showrooms at 225 Fifth Ave., New York City 
and The Dallas Trade Mart, Dallas, Texas 
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A new line of reception 
area furniture “featuring 
modern styling and decora- 
tor-coordinated colors” has 
been introduced by All-Steel 
Equipment Inc., Aurora, IIl. 
Designated the 2300 Line, 
the new furniture includes 
single chairs and two and 
three-seater units—all avail- 
able with or without arms 
—plus five modern table 
styles. Basic unit is a chair 
that can be used alone or 
as a left-hand or right-hand 
mit joined — a group of two, three or more chairs, All- 
jeel said. A choice of 13 lustrous finishes or brushed chrome 
available for chair frames and upholstery comes in a selec- 
om of decorator fabrics or Naugahydes, according to the 
manufacturer. All 2300 Line tables are furnished with self- 
ge laminated tops in Texolite or Formica and, like the 


fair units, are available with either painted or brushed 
rome frames. 









leception Area Line 


Ippointment-Expense Reminder 
Robinson Reminders Inc., 
Westfield, Mass., has intro- 
ued the Appointment and 
txpense Reminder. Robin- 
on said a new revision in 
he expense form has been 
mde in conjunction with : 
uggestions with the Internal Revenue Bureau. The appoint- 
nent and expense filler is made out for one month, with 
iseparate page for each day. The unit comes with 12 extra 
fillers, packed in a filing box. There are four price points 
wering units at: $3.95, $5.95, $7.50 and $12.50. 








taming Device 


402 
A_ re-designed lock for 
the adjustable Braquette has 
been announced by Bra- 
quette Inc., Lenox, Mass. 
According to the manufac- 
turer, the “quick-change” 
photo and picture frame 
unit’s lock can hold “the 
heaviest pictures, even trav- 
el posters up to 42 inches 
high.” Stay-tite tension 
springs insure permanent 
Taming, the firm said, and the new finish comes in clear 
wite or stainless steel. 








dispenser Deal 
A metal dispenser is of- 
‘red free in a Scotch brand 
No. 550 dusting fabric deal 
Minnesota Mining and 
Manufacturing Co., St. Paul, 
Minn. The offer began on ; 
mt 1 and runs for 90 days. Deal DF-2 
" fabric and the F-50 dispenser. 


403 





Bs. 
consists of 12 rolls 
The octagonal dispenser 
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loads from either end and mounts at any angle. Each roll of 
dusting fabric contains 60 perforated 12 by 18-inch dusters, 
and is said to be ideal for use around the office and product 
display areas. 


Desk Set Trophies 
\ 


404 


A large selection of tro- 
phies for its desk sets has 
been made available to deal- 
ers by the W. A. Sheaffer 
Pen Co., Fort Madison, 
Iowa. There are more than 
200 figures suitable for a 
wide range of awards and 
gift occasions, the company 
said. Sizes are 4% inches 
high, 6 inches and 8 inches, with corresponding list prices 
of $8.25, $14.50 and $25. They are shipped with a snap-in 
post to fit in the desk bascs. 








Display Pieces 

For ihe year-end transfer 
season, Bankers Box Co. 
Fran\lin Perk, Tll., offers 
three new window display 
pieces. A full size No. 11 
Liberty storage box, with a 
special printed legend, is of- 
fered to the dealers free of 
charge. “This actual size 
Liberty box, with its spe- ‘ 
cially printed; bright red headline, makes an effective window 
display piece,” the company said. Also offered are window 
cards, and streamers. 





406 

Sengbusch Self - Closing 
Inkstand Co., Milwaukee, 
has developed the Appli- 
File, which features a slot- 
ted 2%-inch wide floor 
board with a sliding parti- 
tion. Sengbusch said this 
feature permits sliding the partition to any position on the 
floor board and tightening it with a head-screw and wing 
nut. The 2%-inch floor board permits expansion to 32-inch 
width in each compartment. Available in green, gray, desert 
tan and mist green, Model A, with six compartments, is priced 
at $27.50. Individual floor boards, with partitions, and in- 
dividual partitions, with bolt and wing nut, also are available. 


Compartmented File 





Calendar-Board 407 

L. D. Blehart Co., Mount 
Vernon, N. Y., has intro- 
duced Magna-Cal, “a new 
perpetual-style, eras able- 
writing, wall and easel cal- 
endar-board for visibly 
scheduling work and activi- 
ties.” The unit is a one- 
piece design made of light 
metal, with a _ baked-on, 
white enamel finish. Magna-Cal is 34 





inches wide by 
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Remington—the world’s most complete line of office machines- 


now boasts two new high-speed, high-style adding machines! 
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The beauty of these two new Remingtons will build traffic. | Remington Dealer-Agent Manager. He can also give you 


all the details on the Remington full-line franchise—now 
more valuable than ever! 


Or write: Remington Rand, Dept. MS-121, 315 Park 
Avenue South, New York 10, N. Y. 
The Full Keyboard is the only full keyboard adding e 
machine that divides directly without using reciprocal Memingtore. Pearl 
tables. That’s a mouthful — but it’s all sales talk! OFFICE MACHINES 
For a close look at these machines, contact your DIVISION OF SPERRY RAND CORPORATION 


But it’s their features that are going to sell them. 


The 10-key model divides as easy as it multiplies — 
lightning-fast. Totaling capacity to 11 columns. 
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Mark up new sales 


& Profits with the 
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packaging... 
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“Makers of the Famous Lewis Safety Knife and Flash Box Opener” 


Available in attractive 4, 8 or 12 color 
sets. Also individually carded. Bubble. 


ehew prices... 


eeeeeee 


S 





5 Sizes, 4 different packages and 11 coiors, all com- 
binable for big discounts. List prices range from 39¢ 
to $1.49 


efew promotions... 


eeeeess 


Complete merchandising program, dealer aids 
and national advertising backs you—helps you 
sell! Advertised in Reader's Digest, school, office 
and industrial publications. 


ble--- 


Pocket Size, 


limline 
PEN 


MARKERS 


and 


FOUNTAIN 
MARKERS 
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EXCLUSIVE 
SPRING-WICK 
VALVE ACTION 
as illustrated. 


Just push down 
ink flows again— 
Will not dry up 















































Write for complete details and discount schedule: 


MANUFACTURING COMPANY 


305 Plane Street © Newark 2, N. J. 








|'NEW PRODUCTS . . . 


|23 inches high, and weighs 6 pounds. The complete unit in- 
| cludes: 1 Magna-Cal board, No. 700; a 32-piece set of num- 
bered magnetic date-pieces; 1 black and 1 red mechanical 
marking pencil, plus 2 boxes of 4 refills; a pair of hangers 


and screws; and a 4-ounce can of Kleen-Aid. The unit, 
which retails at $19.75, also features a 15-year use guide 
chart. 


408 
Eberhard Faber Pen & Pen- 
cil Co., Wilkes-Barre, Pa., has 
introduced Holdit, a new 
method for sealing gift wrap- 
ped packages. Holdit is said 
to be a non-toxic and non- 
irritating plastic sealer “that is 
a tackless tack, tapeless tape 
e.” Eberhard Faber explained, “Knead a 
wad of Holdit, roll into a tiny ball, and press it between 
any two surfaces for a sturdy, bulkless, invisible closure.” 


Gift Wrap Closure 


a 









Office Furniture 
| The Columbia 
1/6200 Series — a 
| general office fur- 
| niture line said to 
|combine executive 
|office contempo- 
|rary styling and 
| general office “workability” — is the newest product from 
| Standard Pressed Steel Company’s Columbia-Hallowell Divi- 
sion, Jenkintown, Pa. The company is now manufacturing 
desks, credenzas and modular units in a range of standard 
top sizes. Fifteen enamel finishes. 
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Don’t let this profit 
walk out of your store! 


| i Bel *) 












SUBDIVISION 
GUIDES 


You, too, can increase your guide busi- 


ness 100% to 200%! Usually all you SUBDIVISION 
have to do is ask your customer, (1) — GUIDES 

how many cards or folders they have, : ; 

2) — how often these cards or folders Available in sm 


tabs, celluloid tabs, 


are referred to, (3) — and whether nor- 


black metal tabs; 
mal expansion has been considered? You Pressboard and 
will be surprised how many times you bristol stock; All 
standard sizes. 


will sell 40, 80, or 120 
sets instead of the 


sub-division . P 
Quick service guar- 
anteed on special 


orders. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL ST. NEW YORK 13, N. Y. 


usual 25. Try it! 


You will be gratified with the results. 
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Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 


Move fast 
it’s profitable! 


A Me 











[t’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


safes of unusually » REGNA CASH REGISTERS, INC. 1 

unique design, are 1 175 Fifth Avenue, New York 10,N. Y. i 

covering the globe | G..tiomen: 1 

with tremendous } i 

sales success. Several 3 Please rush more information on the Y 

sizes and models 4 complete Line of REGNA Cash Registers, i 

available. 1 REGNA Adding Machines, JOELI Fire-proof ; 

1 Safes, and outline advantages of becoming an y 

H independent REGNA-JOELI Dealer. : 

eT Te NI ee } 

In Canada: Regna Cash Registers of Canada, Ltd. 1 Address pndedeseesensvoceoupecensedssnoeaccescobeaesepenccaduasabesneceneseneusesaens . 

704 Notre Dame St. W., Montreal, Que. : | EE SEE ek NERO Were : 

OUTSIDE CONTINENTAL U. S.: i aamereenre io icc cc ci cso eilecacinieeemenala rama t 

Jorgen S. Lien, Box 522, Bergen, Norway 4 5 
ee 
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Senco’s unique precision-matic 
method of manufacture pro- 
duces rulers which look su- 
perior . . . quality which invites 
sales . . . “Senco” on the ruler 
means money in the till. 





Write for literature and 
prices. Buy from your 
nearby jobber. 


SENECA NOVELTY CO., INC. 


52 Miller St., Seneca Falls, N. Y. 
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Streamliner® Desk Tray 
holds papers ata slant * 
for faster, easier, more 
convenient pickup. | 


Fanfold Gummed Labels—in continuous 
flow package. Ideal for labeling any- 
thing in the office. 


what every smart, 
dealer should k 





Fiberlite® wastebasket is spacious, easy 
to clean. It's fiber glass reinforced for 
longer life. Wide choice of colors. 


Remember . success 


14 








about GLOBE-WERNICKE'S highly profitable complete line of office accessories, filing 
systems and supplies. As a G/W dealer, you can satisfy all your customer's office needs. 
You'll never miss a sale because you “didn't have it." Get full details today on how 
you can increase your profit selling G/W 
“Secretary Approved” office accessories, fil- 


ing systems and supplies. Write Dept.DM-12. 


depends on the strength of your line 








NEW PRODUCTS 











stamping with a new die, and a new 12-sided aluminum @ 
with a red band and with the flying eagle trademark on ig 
end.” It is packed in a new turquoise styrene box with 4 
silver-stamped, white styrene hinged cover. Turquoise pep. 
cils with eraser, for writing and field drafting, are similarly 
restyled, and packed in a white styrene box with blue cover. 
Turquoise drawing leads are packed one dozen in a new 
blue styrene sleeve with a slide of semi-flexible white poly. 
ethylene. 











Floor Protectors 


410 
Carpetmates and Floormates 
—designed to protect floor coy- 











erings from office furniture} ™ 
and case goods—have been jp. § 
troduced by United States Cas FF 


ter Cup Corp., Kansas City, 
Mo. Carpetmates, for soft floor 
coverings, feature a comb-like, weight-distributing, multiple 
support, and are made of nylons, the firm said. Floormates, 
for hard surface floors, are made of plastic. Various sizes 
are available in both the Carpetmate and Floormate lines, 












Office Copying Machine 
The importers of Polymicro, 
a new photo copying machine 
made in France, have appoint- 
ed Photorapid Corp., El Se- 
gundo, Calif., as national dis- 
tributor. Office, home and in- 
dustrial users will be able to = 
obtain commercial quality — ~~ 
glossy photographic prints in a simple standard office copys 
ing machine for the first time in this country, according to 


41) 









Every Day Files speed 
sorting, filing; offers a 
systematized follow-up 
for mail, etc. 





Ye 

th 

ti 

THE GLOBE-WERNICKE CO. pl 
NORWOOD, CINCINNATI 12, OHIO 
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On its 
ox with a ACCOGRIP® is the revolutionary 
ose _Pen- : new instant binder by Acco. 
© similarly 5 It opens and closes at the 
blue cover, Fe . touch of a finger. It grips 
mM a new PS BUCCAL Clee LEBEL 
vhite poly. fa greater consumer demand than 
’ any other instant binder 
on the market. Unique 
f= he, spring-action clamp. Genuine 
410 ¥ pressboard cover : 

Floormates 
floor Coy- 

furniture 
fe been jp. 
States Cas. 
nsas City, 
r soft floor 
> multiple 
‘loormates, 
rious sizes 
nate lines, 
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fice copys 
ording to” 







oe noes Sg Re eek. 


ACCOGRIP 
IS FIRST IN SALES 

BECAUSE, ITS 
BFIRST IN QUALITY 


“7 KEEP YOUR EYE ON ZA\GGO) 


AN 









Now available in 12 colors. 








ies, filing 


La Year after year Acco sales-makers help you meet 
the demands of modern office efficiency. For pres- 
tige and profits throughout 1961, feature the com- 





- plete Acco line, including these long-time favorites. 
last page ACC9O PRODUCTS A Division of Natser Corporation, 
ATIONER Ogdensburg, N.Y, ¢ In Canada: Acco Canadian Co., Ltd., Toronto ACCO FOLDERS ACCO BINDERS ACCO FASTENERS 
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the distributor. The prints are said to 
be produced in 10 seconds each for less 
than 10 cents in paper costs. A light- 
weight, electrically operated desk model, 
the Polymicro weighs under 15 pounds 
and retails at $175 and up. 


New Ballpoint Pens 
Klean Write No 
Skip Pens, featur- 
ing a carbide ball- 
point, are being 
marketed national- 
ly by the Frankel 
Manufacturing 
Co., Denver, Colo. 
The pens were de- 
veloped after the 
company perfected 
a new type of 
hardened porous 
carbide point. The 
company produces 
pens in blue, -- gree 
black, red and green. Upon order, the 
company will furnish a counter dis. 
play (pictured). Frankel also offers a 
30-day satisfaction guarantee on_ the 
newly-marketed pens. 











* Exclusive steel stud — a slope 
in the keyhole joins with the 
taper on the stud to form the 
tightest and strongest of grips. 
The more you load it the 
tighter it grips, yet shelf can 


Offset Eraser 413 

Eberhard Faber Pen & Pencil Co. 
Wilkes-Barre, Pa., has announced the 
Kleen-Off offset eraser No. 41, “es- 
pecially compounded for erasures on 











be moved easily. reproduction master plates, either typed 
or handwritten.” In a round woodcas- 
% No clips, nuts, bolts or tools for % Shelves adjust on 142” centers. ing, the eraser is pointed at both ends, 
speedy shelf adjustment. B Swongest shelf tn the industry. and finished in bright silver, stamped 
@ 60% coved tn eneubly tne in black. Packing consists of one dozen 
j % Reinforcements can be added to in- erasers in a specially designed sleeve, 
% Shelves 100% adjustable from front crease capacity of shelf to 2,000 Ibs. six sleeved units in a lift-off cover box. 
of unit. Four 1” x 2%” uprights allow unit 

*% Shelf can be inverted to form to be moved without disturbin . 
bin front. adjacent units. , Stationery Embosser pes aa 
re Turn - around 






dies are the feature 

of the new Pirou- 

ette stationery em- 
sith bosser introduced 

by Meyer and 

Wenthe Inc., Chi- 
a cago. To change 
from top embossing, as on letterheads, 
to bottom embossing as on envelopes, 
two knobs are turned to reverse the 
dies. The Pirouette is available in a 
nickel-plated pocket model or a desk 
model (pictured) in a choice of seven 
colors. Counter displays and sales aids 
are available. 


*% Immediately available from stock in all sizes, either open 
or closed, with or without dividers, bin fronts, drawers 


or label holders. Fill out coupon for full details. 
Sold only thru you the Dealer — never direct 













SHELVING 


(C) Please send me your Reference Manual No. 487. Also free book- 
let ‘HOW TO SOLVE YOUR STORAGE PROBLEMS”. 

(CO Please have layout engineer call. Bank-by-Mail Envelope 415 

| The new Speed-I-Mailer—a _bank-by- 

| mail envelope designed for automatic 

| banking equipment using magnetic inks 

| 





NAME 





FIRM 





—has been announced by Quality Park 
Envelope Co., St. Paul, Minn. The 
Speed-I-Mailer system consists of three 
pieces: the mailing window envelope, 

Continued on page 50 
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NOW 





REX AMERICA'S FINEST BS 
TYPEWRITER RIBBON 


WLAN WRU Te 


SUPER:KEMLON 
IS AVAILABLE FOR 


THE AMAZING NEW 


IBM SELECTRIC! 


4 FRANKEL LEADS THE INDUSTRY — 
by proudly announcing the development of this extraordinary 
typewriter ribbon for the amazing new IBM Selectric. 


B AMAZING CLARITY OF WRITE-— 
now for the new IBM Selectric typewriters, Klean Write Super 
Sheer, Super Kemlion ribbons to write sharper and clearer than 
ANY other typewriter ribbon—cotton, silk, Mylar or carbon! 


BPAMAZING MIRACLE FABRIC— 
those who use the new IBM Selectric will prefer the ribbon that 
wears LONGER than ANY other ribbon on the market! The 
miracle fabric is treated with a unique chemical which permits 
the ribbon to absorb more ink—and last longer. 


BP AVAILABLE IN ALL COLORS-— 
The Super Kemlon Selectric ribbon comes in any color or com- 
bination of colors for both record and offset inking (offset ribbon 
in black only). 


SEND FOR YOUR TRIAL ORDER TODAY! 


Klean Write Super Kemlon Selectric Ribbon, 18 yd. length... 
$25.00 per dozen (retail price). Dealer prices quoted on request. 











FRANKEL MANUFACTURING CO. 


285 RIO GRANDE BLVD. DENVER 23, COLORADO 
Pees e eee ee ese ee ee eee ee 


FRANKEL MANUFACTURING CO. 
285 Rio Grande Boulevard e Denver 23, Colorado 
Please send me a trial order of Klean Write Super Kemlon Ribbon. If | am not 


completely satisfied with 30 days | will return the unused ribbons and 
receive full credit 


DOZEN COLOR COMBINATION OF COLORS 
NAME 
FIRM NAME 


ADDRESS 


CITY ZONE STATE 
—T et ee 
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BENSON BROS. DARES YOU 10 QM P A R E THESE PRICES! 


(THIS MERCHANDISE MANUFACTURED ON OUR OWN PREMISES.) 


-2 FORMS FOR 1961 


All forms officially approved by 
Federal, State and Local author- 
ities. We will supply you with 
the proper forms for your loca!- 
ity. 

@ 5 on a strip, interleaved with 
carbon. 

@ For typewriter and machine use. 





On imprinted W-2's, your 
name will be printed on the 


stub — 


wo ome ras 











510 Rockaway Ave., Valley Stream, L. I., 


(Samples on request) 


NET PRICES ON W-2 FORMS FOR a 4 
. 4 part 5 part 6 part 7 part -pa 
Quantity Mia wi M na M perM N.Y. perM 


0-499 11.50 14.00 16.50 20.50 22.00 
500-999 11.00 13.00 15.75 19.50 21.00 
1,000-2,499 10.50 12.50 15.00 18.50 20.00 
2,500-4,999 10.00 12.00 14.50 17.50 19.50 
5,000-9,999 9.25 11.50 14.00 16.50 19.00 


10,000-49,999 8.50 11.00 13.50 15.50 1 8.50 
50,000—10% off the 10,000 price 100,000—20°/, off the 10,000 price 


All merchandise F.O.B. plant Valley Stream. 
You will be charged (as a handling charge) $.25 
per shipment for any shipment bearing a value of 
under $3.00 for the forms or envelopes only, before 
imprint charges. 








WRITE FOR OUR 
ROCK-BOTTOM PRICES 
ON W-2 ENVELOPES! 











FREE 
MERCHANDISING 


AIDS 


—We will send you buttons 
and window streamers fea- 
turing W-2's upon request! 
ALSO 
STATEMENT STUFFERS 
PROVIDED 


WITH INITIAL ORDER! 


IMPRINTING POLICY 


ADDRESSOGRAPH IMPRINTING 
Available on quantities u Per 
to 200 @ : : $2. 00 Lot 


@ Stub Imprint available only at extra charge on ad- 
dressograph imprinted forms. 

© If imprint copy cannot be spaced on 4 lines (30 
characters per line) we will have to imprint forms 
on press and the $2.00 special price will not 
apply. 
® Sorry, can not Addresso imprint. 6 part La. W-2's. 

® Unless otherwise specified, we will give you regu- 
lar_press imprint at regular prices. (2.75) 


REGULAR 
PRESS IMPRINTING 
Any quantity 


per item, per order 


$2.75 


STUB IMPRINT FREE 





Write for our complete price list 
and samples of form 1099, (the 
form that your customers will soon 
be asking for as much as the W-2), 
941A, bill of ladings, reply forms, 
etc. 


OOCCECEO 


YOU ACCEPT THE ORDERS, 
AND WE WILL SHIP 
IN YOUR NAME FOR YOU 





PRICE PROTECTION ON FUTURE ORDERS 


PRICE POLICY: 


FUTURE ORDERS—The above prices refer to one order, one delivery. How- 
ever, on subsequent orders—no matter how small, your price is determined 
by the next lowest quantity bracket. Thus, if your initial order is 10,000 
forms and your next order is 1,000 forms, the 1,000 forms (second order), 
will be billed at the 5,000-9,999 price. 

CONTRACT ORDERS—If you desire our quantity price on all orders, you can 


also contract for total quantities of 50,000 or 100,000 forms. WRITE FOR 
DETAILS. 





ALL MERCHANDISE SHIPPED F. O. B. 
PLANT VALLEY STREAM — TERMS: NET 30 





BENSON BROS.: 


F ACCOUNTANTS’ SUPPLY HOUSE) 


(AN AFFILIATE O 


BENSON BROS, INC. 


TAX AND BUSINESS FORMS SPECIALISTS 
Dept. MS, 510 Rockaway Avenue 
Valley Stream, L. 1., N. ¥. — LY¥nbrook 3-2330 
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MODERN STATIONER 
Washington, D.C. 
November 15, 1961 


Hearings on its proposal to provide federal insurance on lease bonds to 
enable small retailers to obtain prime quality floor space have been scheduled 
for late December by the Retailing and Distribution Subcommittee of the Senate 
Small Business Committee. 








Subcommittee Chairman Hubert Humphrey (D-Minn.) explained, "Our premise 
is that a federal program of insuring lease bonds written by private surety 
companies might provide much the same kind of stimulation for the economy that 
insurance of home mortgages by the Federal Housing Administration had done." 


About two and a half years ago, the Small Business Committee decided that 
independent dealers were being frozen out of shopping center space because of 
the general requirement by lending institutions that developers of shopping 
center space lease the bulk of floor space to firms with at least $1 million 
net worth. Senator Humphrey said that since the 1959 survey, small retailers 
have shown increasing concern, and not only with respect to shopping centers. 
They also are handicapped in obtaining "Main Street" locations, he reported. 


Trade practice rules for the stationers industry will probably go into 
effect essentially as proposed by the Federal Trade Commission in its 19-page 
pamphlet. FIC rarely makes any major changes in its proposals, because they 
are based on trade practice rules in effect for similar industries. 








As have all of the industry codes over the past few years, the proposed 
stationers code contains as an appendix the commission's 1958 "Guides Against 
Deceptive Pricing." 


Stationery production showed a slight increase of 1.7 percent during the 
first six months of this year over the same period in 1960. A more noticeable 
pickup is likely for the last half of the year. Despite the general increase 
for the first six months, production of rag writing paper was off 6.1 percent, 
according to statistics from the Business and Defense Services Administration. 
Production of bristols was down 10.8 percent over the six-month period. 








Business taxes in the Atlanta, Ga., Internal Revenue District will be the 
first to be examined by the new automatic data processing equipment installed 
by the Internal Revenue Service. To be covered starting Jan. 1, 1962, are the 


business returns from Alabama, Florida, Mississippi, Tennessee, Georgia, North 
Carolina and South Carolina. 








The Philadelphia district will be the second to come under the system. 
Business taxpayers in Pennsylvania, New Jersey, Delaware and Maryland will be 
affected starting Jan. 1, 1953. The plan is to convert a district a year. 





An FTC hearing examiner's initial ruling would block S. Klein Department 
Ine., New York, from making false price and savings claims. This is 
ecedent-making case in which the commission for the first time assumed 
fiction over the activities of a retailer on the grounds that his ads in 
cs of interstate circulation placed him in interstate commerce. 








The assumption of jurisdiction was made by a commission largely named by 
former President Eisenhower; however, there's little chance that the members 
appointed by President Kennedy will act differently. The examiner's order may 
be appealed, stayed or docketed for review. 


No court, incidentally, has ruled on the authority of the commission over 
a retailer. 


In another New York retailer case, an initial decision would dismiss the 
charge alleging that R.H. Macy & Co. unlawfully solicited money from suppliers 
as contributions to its centennial celebration in 1958. The hearing examiner 
said that Macy told the suppliers that purchase of future orders would not be 
affected. Had the company even hinted that contributions might affect orders, 
it would have been subject to a cease~and-desist order under precedents set 
by FTC in many cases. 


Commercial printers get back an average of $1.55 for every dollar spent 
in wages, according to a BDSA survey. The agency says that wide variations 
in productivity from state to state in commercial printing “point to the need 
for management to raise its level of output, particularly in areas which are 
below the national average." In some areas, the return for a dollar of wages 
is as low as $1.14. 





The Keogh bill won significant support when it received the full support 
of Sen. Everett Dirksen (R-I11.), Senate minority leader. The bill--to allow 
store owners and other self-employed persons tax benefits on money set aside 
for their retirement--will be pending in the Senate when Congress reconvenes. 





The Interstate Commerce Commission is expected to approve a $95 million 
hike in parcel post and mail catalog rates sought by the Postmaster General. 
The last parcel post increase averaged 17.1 percent and became effective Feb. 
1, 1960, despite heavy opposition of business and industry. 








The Post Office proposal calls for a maximum increase of 6 cents within 
a radius of 1,800 miles. Beyond that distance the increase would be 9 cents. 
Mail catalog rates, which are lower than parcel post, would be increased by 
13.8 percent. Proposed changes in parcel post size and weight limitations 
would result in a maximum of 70 pounds for a single parcel and of a combined 
length and girth up to 100 inches. 


A booklet explaining the income tax treatment of condemnation of private 
property for public use has been published by the Internal Revenue Service. 








Commissioner Mortimer Caplin said the booklet came into being as a result 
of situations encountered under the Federal Highway Program. It is, however, 
also applicable to condemnations as a result of urban renewal or development. 
The tax booklet is available free from any IRS local office. 


Advantages of direct mail advertising for small companies are pointed up 
in the publication, "Direct Mail Advertising for Small Retailers," available 
from any Small Business Administration field office or the SBA in Washington, 
25, D. C. The booklet contains hints on planning, writing and mailing. 




















Here to stay! 


The name — Clary — will continue to be clearly 
carried on this leading brand of adding machines 
and cash registers. 

It’s the line that sets industry standards for qual- 
ity engineering and consumer acceptance. 

Clary is clearly one of the most valued franchises 


DECEMBER 1961 


in the office machine business. 

Interested? Call your nearest Dealer-Agent 
Manager or write Remington Rand, Dept. MS-121C, 
315 Park Avenue South, New York 10, N. Y. 


CLARY Remington Rand — Division Sperry Rand Corporation 
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Gibson 
Solid Packs ~< 


Above photo, Monnig's—Ft. Worth, Tex. 





Fred J. Wagner, V.P. 
Gibson Greeting Cards, Inc. Dept. MS-12 
Cincinnati 37, Ohio 


Name 


Store 





Convertible Displayer 


GIBSON GREETING CARDS, INC., 












CHRISTMAS CARD MERCHANDISING 





The Golden Build plus traffic in your store this Christmas with sound 


Gibson merchandising: 

Gibson Christmas Solid Packs (25’s, all alike, com- 
plete with 2 extra envelopes) + the Gibson Golden Convert- 
ible six-way displayer (28% more display space, up -angle 
shelves, low cost, fast set-up) + Gibson merchandising 
know-how. 


4 ; The sum of all this = your most profitable Christmas! 


See you at the NATIONAL STATIONERY and OFFICE EQUIPMENT SHOW 
Sept. 23 - 27 Conrad Hilton — Booth-40 


Rush the items | have checked , (Send Assorted Solid Packs (Circle 


Gibson Christmas Solid Packs, P; one: $50, $100, $150, $200, $250) 
25 to a box, all alike, retail: C) Send Free Booklet on 
Brilliants.....@ $1.00 Gems @ $2.00 Golden Convertible 
Jewels...... @ $1.50 Sparkles @ $3.00 (_] Have your representative call, 


Star-lites. . .@ $4.75 ~~ no obligation. 


(check one) 


CINCINNATI 37, QGHIO 
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In my 


or many years now we of the trade 
en and national associations have 
been urging dealers to participate in 
local endeavors to better their own 
business lot. There is much you can 
do,” we have said. And, occasionally, 
some of you have answered us with 
the question, “What can I do?” 

I'd like to suggest one thing here. 

You who have answered us have 
pointed out that, while there is plenty 
you can do to stimulate business in a 
social and civic club way, there seems 
little constructive action that you can 
take on your real business problems. 
For example, some of you have told 
us that the factors operating on the 
price-cost squeeze — which a U.S. 
Chamber of commerce survey indi- 
cates is the retailer's biggest problem 
—can only be solved at state or fed- 
eral levels. 
“Sure we can write our congress- 
man,” one of you has said, “but that 
doesn’t do a great deal to help the tax, 
labor, tariff or other major items af- 
fecting our costs. I don’t call writing 
Washington action.” 
So how about considering this point 
with me. 
I was appalled the other day in talk- 
ing with a neighbor’s 17-year-old. He 
is a healthy, personable and intelligent 
kid from a good family. But, he is 
quitting school. He won't even gradu- 
ate from high school, and he easily 
has college qualifications. 
The conversation reminded me of 
some facts I read recently on this sub- 
ject, and in them I see one important 
way in which every stationery and of- 
fice equipment dealer in the country 
can help his industry, his community 
and himself. It involves direct local 
action. Please give this some thought. 

It is a truism that, regardless of the 
size or economic structure of your 
community, the higher the level of 
education is there, the better business 
will be in the long run. Better educa- 
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Opinion 


tion means a better future for all. In 
these days of rapidly increasing auto- 
mation, highly skilled and _ trained 
workers are being sought. But this is 
only part of the story. Many studies 
have shown that better educated 
people earn more and spend more. 

In this light, then, it is startling to 
note that 2,500,000 of the 10,800,000 
students now enrolled in American 
high schools will drop out before 
graduation, despite the fact that many 
are acutally capable of handling col- 
lege-level work. This is the problem 
you can—and should—go to work on. 

I suppose it can be argued that in- 
creased numbers of “drop-outs” make 
a better labor picture for the employer. 
And, perhaps it does. But, don’t be 
shortsighted. Whatever slight gain 
might be realized here will be far over- 
shadowed by the effect of a retarded 
local economy and the costs of dealing 
with excessive unemployment and in- 
creased juvenile delinquency. 

So what can you do? Experts in the 
field of education agree that the “drop- 
out” problem can be effectively com- 
bated. A number of communities have 
done so. Yours can, too. 

Apparently the most important fac- 
to: involves that old problem of com- 
munication. We need, according to the 
experts, to get information to our kids. 
They need advice on job opportunities 
and the aptitudes and training requir- 
ed, so that they can plan their careers 
early instead of drifting aimlessly. It 





Something You CAN Do 


has been pointed out that the reason 
most don’t plan earlier in their lives is 
because they lack information with 
which to do any intelligent planning. 

It’s difficult to make specific sug- 
gestions on how to implement action 
on this problem in your individual 
community, because it has its own 
peculiarities. However, here are three 
suggestions to start your thinking. 

® Organize a Chamber of Com- 
merce committee to call on “drop- 
outs,” and explain to them the advan- 
tages of increased education — and, 
more important, the disadvantages of 
lack of education. 

® Place advertising in school news- 
papers stressing the need for educa- 
tion. 

® Participate in school convoca- 
tions; a good place to bring the re- 
quirements of employees to a large 
body of persons preparing themselves 
for a lifetime of employment. 

Some places it may take only con- 
tact with the schools. Others may 
necessitate group action. Still others 
may have to encourage the organiza- 
tion of vocational-technical training 
classes in or out of the present school 
structure. In most cases, the groups 
interested in doing these things are 
already intact. Certainly most retail- 
ers, as well as others, would desire to 
help solve the “drop-out” problem. It 
needs only the initiative of one to get 
started. 

Why don’t you take it? 


Hlaatd C. Savely 
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Operation Open House 


Open houses are designed to build business. This one did 


hos. W. Ruff and Co. decided to 
have an open house—‘an open 
house that would set itself apart from 
any other ever given by our competi- 
tors or any other business people.” 
Now anyone who has ever planned 
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an open house has probably aimed 
for the same high goals as this Co- 
lumbus, Ohio, company. But how 
many can feel, like Ruff and Co., that 
the goals were achieved? 

This is the story of how this open 


A spot of champagne 
punch is enjoyed here 
by the open house 
hosts and stars. From 
left arc Jack Gorman, 
president of Thos. 
W. Ruff and Co.; Mrs. 
Gorman; Irwin John- 
son, Columbus radio 
personality; and Hugh 
Downs, NBC-TV mas- 
ter-of-ceremonies. 


Architects and their 
wives are served 
punch and hors d‘oe- 
urves during the two- 
hour open house that 
drew 430 persons. 


house was planned, how the 
materialized, and how the 
fected business. 

In June, the company’s advertis- 
ing manager, Mike Collins, began 
looking into the possibilities of an 
open house, one that could live up to 
the high standards set by the com- 
pany. At this point, the company had 
not even decided who would be in- 
vited to such an event. 

As Mr. Collins puts it, “The idea 
of having a motion picture or tele- 
vision personality as a special guest 
seemed like a good way to start.” The 
Kenley Players, a summer theater 
group that stars big personalities in 
their productions, was playing last 
summer in Columbus. 

Mr. Collins contacted the group’s 
associate producer and told him that 
Ruff and Co. was interested in hav- 
ing a star appear at an open house 
“around the end of August.” Hugh 
Downs — a regular on NBC-TV’s 
“Jack Paar Show” and master-of-cere- 
monies on “Concentration,” a quiz 
program—was suggested. He would be 
starring in a Kenley Players produc- 
tion of “Under the Yum Yum Tree” 
the week of Aug. 13-19. 

Hugh Downs would appear if Ruff 
and Co. would purchase a certain 
number of tickets and guarantee a 
certain amount of publicity for him 
and the theatrical group in the com- 
pany’s advertising. The $2.25 tickets 
would be discounted 20 percent pro- 
viding the company purchased more 
than 100 tickets. 

Ruff and Co. agreed to the terms, 
purchased 400 tickets, and decided 
on Friday, Aug. 18, for the open 
house. The company also signed a 
local radio personality to assist Mr. 
Downs. 

Now that the company had its star 
and the date had been determined, a 
decision had to be made on who to 


plans 
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invite to the open house. Jack Gor- 
man, president of the business furni- 
ture establishment selected architects 
—“because of their influence in help- 
ing their clients decide where to buy 
furnishings.” The next problem was 
how to get the architects to the Ruff 
and Co. showrooms. This is how that 
was accomplished. 

The company sent invitations to 
about 230 Central Ohio architects— 
and their wives. Mr. Collins points 
out that one of the main reasons for 
the success of the event was that the 
wives were invited; “something that 
no one else around here has ever 
done. We found the wives to be very 
influential.” 

A personal letter from Mr. Gor- 
man to the architects on July 9 also 
noted that, “If, because of error on 
our part, we have missed one of your 
architectural associates, and he and 
his wife would like to attend the 
open house, please feel free to have 
him contact Mike Collins at our of- 
fies for his invitation and entry 
blank.” 

The letter also mentioned that $500 
in door prizes would be given away, 
that Hugh Downs would be on hand 
to draw the names of the winners, 
and that those present would receive 
two complimentary tickets for the 
performance of Mr. Downs’ show fol- 
lowing the 5-7 p.m. open house. 
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In addition 


to emphasizing that, 
“You must be present at the open 
house to win one of the grand prizes 
and to pick up your theater reserva- 
tions,” the letter pointed out that re- 
freshments would be served and park- 
ing would be _ furnished—‘one-half 
block from our showrooms.” 

The invitation package also in- 
cluded a form, divided into two parts, 
which served as an invitation, entry 
blank for the drawing, and reserva- 
tion for theater tickets. The top half 
of the form was retained by the ar- 
chitect; the lower half was returned 
to Ruff and Co. to acknowledge and 
accept the invitation. 

Each invitation was followed up by 
a letter of confirmation and a phone 
call reminding those who had not yet 
replied. 

Ruff and Co. originally sent out 
230 invitations and received more 
than 190 replies, excluding phone 
calls from architects who had been 
missed and wanted to attend. Just 
counting the replies to the original 
230 invitations, this is a return of 
82.6 percent. 

Including Ruff and Company’s 15 
employees, the architects, and the 
wives of both groups, 430 persons 
passed through the company’s doors 
on the night of the open house. 

Inside, they found name tags for 
all and champagne punch and _ hors 


Mr. Downs, meet Mrs Both Mr 
Downs and the chair were surprises for the 
actor, who receives both here on the stage 
of Columbus, Ohio’s, Veteran’s Memorial Au 
ditorium 


Downs 


d'oeuvres; and that—through the sup- 
port of Ruff and Co. suppliers that 
continued to mount as the open house 
idea developed—value of the door 
prizes had climbed to more than 
$900. Prizes included: a swivel chair, 
a decorator chair, a contemporary 
chair, a gallery rug, a $300 gift cer- 
tificate and a ladies hair dryer. 

Only one other problem remained. 
Ruff and Co. wanted to give Hugh 
Downs a gift in appreciation for his 
aid. Mr. Gorman suggested a black 
leather swivel chair. But when should 
it be given to him? 

The company knew that Mr. Downs 
was going to give a little speech at 
the curtain call, thanking Ruff and Co. 
for its hospitality and welcoming the 
architects and their wives to the the- 
ater. This was the time, but this was 
by no means all. 

Actor Downs—who portrayed a 
rather risque bachelor in the play— 
was not aware that he was to be pre- 
sented with a gift and—most impor- 
tant—he was not aware that his wife 
was in Columbus. 

Backstage, Mrs. Downs was seated 
in the black leather swivel chair and 
a large box was then placed over 
her and the gift. The gift-wrapped 
package was then wheeled out onto 
the stage to Mr. Downs. The audience 
broke into laughter as the actor lifted 
the box and jumped back with sur- 
prise at discovering his wife inside. 
But the house really broke up when 
Mr. Downs — with his characteriza- 
tion of the bon vivant bachelor still 
fresh in the minds of the audience— 
exclaimed, “This is the lady I live 
with.” 

How did the open house fare as a 
business builder for Ruff and Co.? 
An indication of things to come oc- 
curred right after that curtain call. 
Mr. and Mrs. Downs asked company 
officials if their design division would 
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submit plans for a new office they 
are planning to build. 
Ruff and Company’s 
Jack Gorman, illustrates the success 
of the open house this way: “While 


president, 


we were working the following Sat- 
urday—cleaning up and taking care 
of things that we had neglected dur- 
ing all of the final preparations for 
the past evening’s open house—two 





architects called to make ap) oint- 
ments for the following week. By 
Wednesday our salesmen each had 
several calls to work on jobs, in 
addition to many letters from archi- 
tects requesting information about our 
services. 

“In short, what started out to be 
an investment in the future turned 
out immediate returns to the extent 
that all expenses incurred for the 
mid-August open house were coy- 
ered by jobs derived from the archi- 
tects by mid-September. 

“After the overwhelming response 
the architects gave to this open 
house,” Mr. Gorman declares, “we 
will be looking forward to planning 
similar affairs for different groups of 
business and professional people in 
the future.” 


“Don’t Forget Your Secretary’ 





This St. Louis stationer upped his holiday volume by 


reminding the “Boss” to remember his “Girl Friday” 


He emphasis on gifts for faithful secretaries was 
a unique approach that paid dividends in extra 
holiday volume last Christmas at Scharr Stationers 
Inc. 

Located in a midtown office-building area, with 
hundreds of professional men passing every hour, 
this 93-year-old St. Louis firm reversed the usual 
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Scharr Stationers’ main window was used last Christmas season to 
display items featured in the company’s unique “Gifts for the Sec- 
retary” promotion. 
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“gifts for the boss” approach for 1960. Scharr Sta- 
tioners featured a dozen gift selections for secretaries 
in its main display window. Included were desk top 
accessories, lamps, wastebasket sets, chair cushions and 
— finally, as the “ideal gift” — a deluxe secretarial 
posture chair at $63. 

The chair, described as “combining the rich ap- 
pearance and durability of leather with the light 
weight of cast aluminum,” featured bright seat up- 
holstery in Scotch plaids and brilliant contemporary 
combinations — “guaranteed to please women.” 

Signs at the front of the window were written in 
shorthand, suggesting that secretaries “hint a bit” regard- 
ing the posture chair Christmas gift, while others were 
addressed to “The Boss” with the same suggestion. 

Inside the store, salespeople made a point to collar 
as Many executive-type customers as possible with the 
question “Why don’t you give your secretary a bit more 
efficiency this year?” 

The sales personnel pointed out that a quality posture 

chair with the deluxe features of the model shown would 
do a lot for a secretary’s morale, as well as cutting down 
on fatigue. This “made sense” to numerous office 
2xecutives, who habitually reward their employees 
with a check, a bonus, or the usual bottle of perfume 
at Christmas. 
No attempt was made to offer low-priced posture 
chairs. By concentrating on the top quality models, 
Scharr Stationers was able to break all existing rec- 
ords for posture chair sales in one year, and by making 
them a “headliner” on the Christmas gift suggestion 
list, considerably swelled the unit sales per gift-giving 
customer. 
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ul Sales Compensation 


and You 


A stationery industry analyst presents 


a framework for appraising your sales 


compensation and incentive program 





H° effective is your sales com- 
pensation system? 

Are you paying your outside sales- 
men enough? Are you paying them 
too much? Are they being paid in 
the right way? Does your system mo- 
tivate salesmen, or does it permit es- 
tablished salesmen to coast along? 

These are some of the questions 
you face in analyzing your system of 
compensation—a system that should 
serve three chief purposes: 

@ Provide a reasonable return to 
the salesman for his effort. 
@ Offer the possibility of increased 
income to stimulate effort. 
@ Contribute to management’s abil- 
ity to achieve volume and profit goals. 

Now, in the light of these three 
purposes, let’s examine the three 
types of compensation systems in ef- 
fect throughout the office products 
industry: the salary plan, the com- 
mission plan, and the combination 
plan. 


The Salary Plan 


The salary plan is generally con- 
sidered to be the least complex, and 
(From an address given at the National 
Stationery and Office Equipment Assn. 
convention.) 


By WMichad L. Sanyour 


Harbridge House Inc. 
NSOEA Consultants 


the easiest to administer. Consequent- 
ly, the smaller dealer often leans to 
this type of pay plan. This plan also 
gives the dealer the greatest degree 
of control over the salesman, elimi- 
nates disputes about split commis- 
sions, and minimizes problems in re- 
assigning accounts and realigning ter- 
ritories. Moreover, from the sales- 
man’s point of view, the salary plan 
provides a greater degree of secur- 
ity. 

But these advantages must be 
weighed against the disadvantages. 
First, a salary plan may not pro- 
vide the monetary incentive on a con- 
tinuing basis since the salary is paid 
regardless of sales performance. Sec- 
ondly, salaries represent a fixed cost 
for the dealer—a cost he must meet 
regardless of his sales volume or prof- 
itableness. 


The Commission Plan 


The commission plan—in contrast 
to the salary plan—relates sales com- 
pensation directly to sales perform- 
ance. Consequently, the chief draw- 
backs of the salary plan—lack of in- 
centive and inflexibility—are the pri- 
mary advantages of the commission 
plan. 

If a salesman’s commission is based 
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on net sales, he is motivated to in- 
crease his volume. If the commission 
is based on gross profit—a method 
becoming increasingly popular in 
the industry—he is motivated to in- 
crease both his sales volume and the 
profit on his sales. And, from the 
management standpoint, this system 
is highly flexible in the level of com- 











missions that may be established for 
different product categories. 

But the commission plan has its 
problems too. The dealer tends to 
consider the incentive inherent in this 
system as an automatic guarantee 
that the salesman will do the right 
things. And the salesman is inclined 
to think of himself as a somewhat 
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independent agent who looks to the 
dealer as the fellow who is_ bank- 
rolling his business—providing the in- 
ventory, the supporting accounting, 
the delivery services, and so on. 

Commission systems also impose 
problems of an administrative nature. 
Because the level of income fluctu- 
ates, there may be a problem of low 
morale in lean months, and a prob- 
lem of getting the salesman to work 
in good months. In addition, the sales 
manager becomes involved in deci- 
sions as to who should receive the 
commission and how it should be 
shared when general-line and special- 
ty salesmen both participate in mak- 
ing a sale. 


The Combination Plan 


Various combinations of salary, 
commissions, bonus and _profit-shar- 
ing are found among stationery and 
office equipment dealers. The two 
main kinds of combination plans are 
the draw-against-commission plan and 
the salary-plus-commission plan. 

The draw-against-commission plan 
is by far the most prevalent. Here, 
the salesman gets an advance in pay 
which is then deducted from his com- 
missions. 

Under the  salary-plus-commission 
plan, the amount of the salary is not 
deducted from the commission total. 
The commission is an added incen- 
tive to do the job for which the 
salary is being paid. One example 
would be the dealer who pays a week- 
ly salary of $100, plus a commis- 
sion of 2 percent of sales. Another 
example is the dealer who pays a 
$55 weekly salary, plus 5 percent com- 
mission on all sales over $1,300 a 
month. 

As the name implies, the combi- 
nation plan includes the advantages 
of the salary and commission plans, 
while at the same time minimizing 
the disadvantages of the straight sal- 
ary and the straight commission 
systems. 

The salesman under a combination 
plan has some sense of security— 
he is more responsive to direction and 
control—and he is interested in mak- 
ing more sales and more profit. 





What about Quotas? 


How are quotas a part of the com- 
pensation system? Many dealers who 
pay commissions take the position that 
quotas are unnecessary since the 
salesman is already fully motivated 
to do his best. This is not so. 

First of all, a salesman satisfied 
with his commissions may not be 


satisfactory to the dealer. For cxam- 
ple, if the salesman is not ful illing 
his responsibility for meeting the com- 
pany’s over-all sales goals or his 
actual sales represent a small frac- 
tion of the potential sales to h’s as- 
signed accounts, or if he is making 
fewer calls than he is capabie of 
making or if he is spending too :auch 
or too little time on his accounts in 
relation to the actual and potential 
sales, then the situation should not 
be satisfactory to the dealer. 

Yet, it is common practice in 
the industry for the dealer to rely 
almost exclusively on the workings of 
a commission system for sales man- 
agement. This overreliance on the 
compensation system or abdication 
of sales management begins with the 
disinclination to establish sales quotas, 
And it is expressed most pointedly 
in the commonly-used statement that 
the salesman is in business for him- 
self. 

It stands to reason that if you tell 
the salesman that he is in business for 
himself enough times, he is bound to 
wonder what contribution you are 
making to his efforts. As a result, you 
find yourself losing good men, and 
settling for much less than peak per- 
formance from the men who stay. 

Just what is the general-line sales- 
man supposed to do? Here’s what 
it boils down to: The salesman of of- 
fice supplies and equipment is a 
consultant and adviser to his cus- 
tomers in the solution of their office 
problems. 


A Common Complaint 


A common complaint among deal- 
ers is that the typical salesman is 
nothing more than an order-taker— 
that he doesn’t sell creatively and 
that through his day-in and day-out 
plodding persistence he _ reaches a 
plateau in sales and earnings that is 
difficult to get him to improve upon. 
Of course this is what happens. 
But it isn’t the fault of the salesman. 
It’s the fault of the man who’s set- 
ting the tone of the company through 
his choice of a compensation plan 
and through his managerial activity. 
Here’s an example: 

Part of the sales training program 
developed by Harbridge House for 
NSOEA presents a problem having 
to do with the filing system in a 
salesman’s account. The customer in- 
dicates a need for more filing ca- 
pacity but at the same time expresses 
concern over the lack of space for 
additional filing equipment. 

The salesman responds to the prob- 
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lem by discussing and demonstrating 
a si spension filing system. The cus- 
tom r seems interested and the sales- 
mar goes on to quote a price. At 
this point, however, the customer ex- 
presses concern over the cost. 

What should the salesman do next? 
Invariably, the group begins to talk 
about ways of disguising the price of 
the recommended suspension filing 
installation—they talk about quoting 
so much per drawer, so much per 
cabinet, and so on. They discuss 
ways to justify the price based on 
savings and filing time under the 
recommended system as compared to 
the present installation. They also talk 
up the advantage of setting up a trial 
installation—going a drawer or a cab- 
inet at a time — in hopes that the 
system will sell itself. In short, so 
far as sales techniques are concerned, 
the group is typically fully capable 
of dealing with the immediate objec- 
tion raised by the customer having to 
do with price. 

The salesmen in the sales training 
group are interested in selling the full 
system of suspension filing, and so 
they concentrate on the various ways 
in which the system might successful- 
ly be sold over the buyer’s objections. 
This is a logical response for sales- 
men under a compensation system that 
puts a premium on getting the largest 
possible order on each sales call. Rare- 
ly do the salesmen stop to consider 
whether or not the suspension filing 
system is the right system for the 
customer—yet the customer has given 
them every reason to question the 
merit of the suggestions given by the 
salesman in this situation. The cus- 
tomer’s files are now over-loaded and 
he has a space problem. Neither of 
these problems are taken into ac- 
count by the salesman’s proposal. 

On the other hand, if the salesman 
regarded himself as a consultant to 
his customers about their office prob- 
lems, he would be certain to recog- 
nize the need for a careful review 
of the present filing system and con- 
structive recommendations that would 
solve the customer’s problems. In- 
deed, a careful review may well re- 
sult in greater sales. There’s a need 
for transfer and storage files, a pos- 
sible need for five or six-drawer files, 
and a potential need for a suspended 
filing system. But such an analysis 
would take time—and time is the thing 
the salesmen are constantly told they 
must use to make as many calls and 
write as many orders as possible. 








Now, back to the three compen- 
sation plans to see what effect they 
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would have on a salesman in_ this 
situation. Under the salary plan a 
salesman would be inclined to take 
the order for the new filing cabinet 
requested by the customer. Under 
the commission system he would be 
inclined to do what the salesman in 
the situation has done—aim for the 
largest possible sale in a short run, 
regardless of the customer’s true need. 
However, under a combination plan 
particularly one combining both 
salary and commission payments—the 
salesmen does not feel pressed to do 
what is best from his point of view 
in the short run, and at the same time 
is not so lacking in monetary incen- 
tive that he would simply take the 
order for the file and go on to his 
next call. It is more likely that the 
salesman would take a measured view 
of the customer’s needs, and_ ulti- 
mately recommend a complete solu- 
tion to the problem. But this is only 
one part of the salesman’s respon- 
sibility. 





Salesman’s Responsibility 


What is the salesman’s responsi- 
bility for selling stationery and office 
supplies—the many items such as pa- 
per clips, file folders, and all the rest 


that are ordered routinely and re- 
peatedly by accounts? 
Typically the salesman will ask 


each of his customers what he needs 
on each call. To the best of his abil- 
ity, the customer will give the sales- 
man a list of the office supplies that 
have been exhausted and are in need 
of replacement. In turn, the 
man may mention items in an effort 
to jog the customer’s memory, but 
beyond that he will do little typically 
to see to it that the customer has the 
variety and quantity of items needed 
in the office until his next call. 

Why is this a typical relationship 
and what does it have to do with 
compensating salesmen? For one 
thing, the salesman is anxious to get 
on to his next account and repeat 
the process. Secondly, he doesn’t know 
and hasn’t been trained to do things 
any differently. He has been instruct- 
ed from the outset to make a lot of 
calls and to get orders as quickly as 
possible—and his compensation sys- 
tem has been geared to encourage 
this activity. 

More important, for the established 
salesman there is no incentive to go 
beyond the minimum order-taking ac- 
tivity. He receives a full commis- 
sion on repeat orders, and this com- 
mission satisfies his needs. So, once 
he establishes a following in his ac- 


sales- 


counts, he is required to do little 
more than stay in touch on a regular 
basis and continue to take the routine 
orders. 

What conclusions can be 
about compensation systems: 
@ First, a combination plan is super- 
ior to either a salary system or a 
straight commission system. 


drawn 








@ Second, a salary-plus-commission 
program is superior to the draw- 
against-commission plan. 

@ Finally, a system based on gross 
margins—one that does not give the 
salesman latitude to negotiate in the 
market place or does not focus his 
attention on small sales—is likely to 
work to the dealer’s advantage. 
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Success and plans for a new freeway 
stimulated an early expansion for @ 
% these San Diego partners © 


The three partners operating Southwest Office 
Furniture from left are: Jack Reinhart, presi- 
dent; Don Hazleton, vice president; and Frank 
Thompson, secretary-treasurer. 


new building in suburban San 

Diego tells the success story of 
three men and their three years as 
partners in the office furniture busi- 
ness. 

The trio—al) former employees of 
the same San Diego office furniture 
firm—trecently moved their South- 
west Office Furniture Co. to a 
new 7,500-square-foot concrete-block 
building at the corner of San Diego 
Ave. and Noell St. in the city’s North- 
western suburban area. 

Success and plans for a new free- 
way that will roll over the young 
company’s former 2,500-square-foot 
location were the two basic factors 
that prompted the expansion move. 
Southwest’s new. location—properly 
introduced to customers at a fall open 
house—is only two blocks from the 
old Moore St. site, and will overlook 
the new freeway. 

The company’s showroom displays 
5,000 square feet of furniture and a 
warehouse below accounts for anoth- 
er 2,500 square feet. An additional 
5,000 square feet of parking area in 
the rear accommodates 13 cars and 
provides space for truck loading, in 
addition to being earmarked for fu- 
ture store expansion. 

Southwest Office 





Furniture was 


MODERN STATIONER 





start 
E. | 
son, 
parti 
furn 
wert 
fice 
part 
west 
sele 
cau: 
tivit 
cent 


ton 
Salr 





and 
wes 


inc 
por 
slig 
Of 
ap] 
off 
me 


gai 
als 
ins 
ni 





an San 
tory of 
ears as 
e busi- 


yees of 
irniture 
South- 

to a 
e-block 
Diego 
North- 


y free- 
young 
re-foot 
factors 
move. 
roperly 
ll open 
ym the 
yerlook 


lisplays 
and a 
anoth- 
litional 
rea in 
rs and 
ing, in 
‘or fu- 


was 


TONER 




















Southwest's main entrance opens onto this view of the wood furniture 
display area. The partners believe their new layout to be “San Diego's 


Showplace of Office Furniture.” 





Here is the metal furniture display area in Southwest's new 7,500- 
square-foot building in suburban San Diego. The new structure has 
5,000 square feet of showroom and 2,500 square feet of warehouse. 


of Office Furniture’’ 


started in April of 1958 when Jack 
E. Reinhart and Frank B. Thomp- 
son, both members of the sales de- 
partment of another San Diego office 
furniture company for eight years, 
were granted a license to retail of- 
fice furniture and equipment as a 
partnership under the name of South- 
west Office Equipment Co. The pair 
selected the Moore St. location be- 
cause it was “close to business ac- 
tivity but away from the congested 
central area.” 

In the fall of 1958, Donald F. Hazle- 
ton left the sales department of the 
same firm with which Mr. Reinhart 
and Mr. Thompson were associated 
to join them as a partner at South- 
west. 

In February of 1959, the partners 
incorporated and the new closed cor- 
poration began operating under the 
slightly revised name of Southwest 
Office Furniture Co., “believed more 
appropriate for a company selling 
office furniture to the exclusion of 
most equipment and machines.” 

Southwest, which has as its slo- 
gan “Offices Planned by Profession- 
als,” specializes in office furnish- 
ings, color coordination, office plan- 
ning and layout. 

Early this year, the trio began ne- 
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gotiations for new and larger quar- 
ters, because “2,500 feet of show- 
room space had ceased to be either 
adequate or efficient for a fast grow- 
ing business,” and because of the new 
freeway that will wipe out their orig- 


inal location and many others along 
Moore St. 

Today, the partners at Southwest 
believe that their new operation is 
“San Diego’s Showplace of Office Fur- 
niture.” 





i 


This conference room display does double duty at Southwest, serving also as the area for 


conferring with clients. Slogan of the young firm is “Offices Planned by Professionals.” 
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No Sales Trainees, 


Please 


Observers predicted failure within six months for 
this unique Boston operation 14 years ago. Since 


that time the company has tripled its volume 


he welcome mat is out at Blake accounts that a new Blake and Reb- an account, we may try to find a 
and Rebhan Co. for experienced han representative must bring with solution agreeable to both parties. 


salesmen only—experienced salesmen 
with accounts. 

“What do we look for in a no- 
vice? We don’t,” says Wilbur Colby, 
president of the Boston firm. “We same account, “he must 


him is simply that he brings enough They may be able to work it out; 
to make money, Mr. Colby explains. possibly, by swapping accounts,” Mr. 
And if the new man and one of the Colby says. 

company’s older salesmen serve the Under this system, each time a 





hire only experienced salesmen who 
bring their own accounts with them.” 
The only policy on the number of 





Three of the Boston company’s six partners confer. From left are 
Melvin R. Glover, Wilbur Colby and Raymond A. Robbins. 
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relinquish 
it to our man.” 

“On rare occasions when the new 
man has been outselling our man on 


Members of Blake and Rebhan’s 17-man sales force complete paper 
work before visiting accounts. All salesmen sell the total line. 


salesman is added, the business auto- 
matically expands, Mr. Colby de- 
clares. Nobody works by territory, 
and there are no house accounts. If 
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The entire Blake and Rebhan 
operation — from business 
offices to warehouse — oc- 
cupies the second floor of 
this building in downtown 
Boston. 


a man dies, accounts are divided 
among the other salesmen. Each and 
every account belongs to a particu- 
lar Blake and Rebhan salesman. 

“Admittedly,” Mr. Colby says, “if 
a man leaves us, he takes his busi- 
ness with him. But the lure usually 
is the prospect of starting his own 
business. This happens only _infre- 
quently for two basic reasons: 

“To begin with, many of our sales- 
men already have owned their own 
businesses. They joined Blake and 
Rebhan to make more money. 

“Secondly, since we pay them a 
straight 50 percent commission on 
gross profit, they hardly can hope to 
do better elsewhere,” Mr. Colby says. 
“When they make what they’re mak- 
ing here, they usually don’t leave. 

“Even so, why don’t we hire any 
inexperienced salesmen? Primarily, 
because it takes too long for a be- 
ginner to make any money for him- 
self or for us. Furthermore, Blake 
and Rebhan has no training facilities. 

“We have no downstairs store. We 
don’t maintain a showroom. Conse- 
quently, a young man would have no 
Opportunity to learn the stationery 
business as it should be learned—by 
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waiting on customers and handling 
stock. 

“Ours is a unique operation both 
because of what we do and what 
we don’t do,” he declares. 

Blake and Rebhan, founded in 
1921, has never had a downstairs 
store or its own delivery trucks. The 
company rarely advertises. It confines 
itself, almost exclusively, to mailing 
stuffers with statements and bills. Mr. 
Colby says, “When a man receives a 
bill he reads everything in the en- 
velope. 

“Since we don’t operate a down- 
stairs store, we rely heavily on out- 
side salesman contact. Our stuffers 
remind customers of items salesmen 
have possibly overlooked.” 

Boys deliver Blake and Rebhan 
merchandise by push truck within a 
half-mile radius of the company of- 
fice. More distant deliveries are han- 
dled by common carrier. Mr. Colby 
notes that, “This sound expensive, but 
it’s not nearly as costly as operating 
and maintaining your own trucks. 

“Service,” he declares, “is excellent. 
United Parcel picks up merchandise 
at 4 p. m. and guarantees delivery 
anywhere in Massachusetts—except 










SPICE POR RENT j 
on nam aT 


to offshore islands—by the next day, 
usually before noon. 

“Since all profits are split down 
the middle with salesmen, economies 
are well received. Providing it doesn’t 
take them out of their way, our sales- 
men are rarely reluctant to stop off 
at an account to deliver a package. 

“When salesmen receive a com- 
mission of 50 percent of the profits,” 
Mr. Colby says, “they don’t need 
much other motivation. In addition, 
we don't have to worry about chronic 
price cutters. 

“Someone working on a straight 
salary or a salary plus small com- 
mission often is tempted to cut prices 
to get an order. We have no such 
trouble. A salesman loses 50 percent 
of everything he cuts off the normal 
selling price. When it comes out of 
his own pocket, he becomes reluctant 
to offer arbitrary discounts. 

“Since outside men are the most im- 
portant factor in our operation, we 
literally bend over backward for 
them. When, on rare occasions, we 
decide to clear our inventory of a 
slow-moving item, we notify all hands 
to sell it at cost. Even then, salesmen 
don’t suffer. They are given 50 per- 
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cent of the selling price. The com- 
pany loses 50 percent, but the inven- 
tory turns over.” 

Blake and Rebhan’s total operation 
—business offices and 11,000 square 
foot warehouse, with $100,000 in- 
ventory—occupies second floor of a 
downtown Boston building. About 60 
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percent of the business is done in of- 
fice supplies. Printing, which is jobbed 
out, accounts for 40 percent. All 
salesmen sell the total line. 

Six of the company’s 17 salesmen 
are partners in the business. When 
the six, all former employees, bought 
out the original owners in 1947, lo- 


Shipping department 
employees ready mer- 
chandise for delivery 
by pushcart or com- 
mon carrier. Blake 
and Rebhan has nev- 
er had its own 
trucks. 


A Blake and Rebhan 
stockboy fills an or- 
der in the company’s 
11,000 square foot 
warehouse. This Bos- 
ton firm maintains a 
$100,000 inventory. 


cal stationers and other busines men 
predicted, “It won't last; six nen 
with different backgrounds and per- 
sonalities won't last six months 

Mr. Colby points out, “We're still 
in business. We've tripled our volume 
since 1947, and we are still friends. 

“We were surprised,” he says, “by 
all the dire predictions. After all, most 
corporations have a board of directors 
and countless vice presidents. Wheth- 
er in spite of or because of these, 
they manage to survive. Why, then, 
shouldn’t we?” 

All six partners sell. In addition, 
each has a particular area of author- 
ity. One heads shipping. Another su- 
pervises the mailroom. The treasurer 
and assistant treasurer direct the of- 
fice. Another partner handles the 
company’s office supplies and equip- 
ment. Still another serves as sales 
manager. 

Policy is decided by a majority vote 
at monthly directors’ meetings which 
normally last for about three hours. 
Mr. Colby acts as a mediator in any 
disputes. 

The partners, in addition to Mr. 
Colby, are: Melvin R. Glover, James 
W. Hayes, Orris Fearing, Edward 


Meyers and Raymond A. Robbins. 
Each has at least 25 years of experi- 


ence in the stationery business, and 
their average age is 54. 

Blake and Rebhan salesmen, other 
than the partners, average 35 years 
old. However, one salesman is 80 
and another is 75. “The contacts de- 
veloped over the years by an older 
man easily offset any age factor,” 
Mr. Colby declares. 

“Any success we’ve enjoyed,” the 
president says, “can be attributed to 
these factors. First and foremost, we 
have kept personalities out of the 
business. We don’t live near each 
other and we rarely socialize. 

“Secondly, everyone works for the 
good of the company. Dissension 
would kill the business; a business 
with which we have done well, and 
which we all want to last. 

“Of course we have made some 
mistakes,” Mr. Colby points out, “but 
we feel that six partners tend to make 
fewer mistakes than one or two. Any 
idea or innovation passes through a 
screening by six different minds. By 
the time that we have reached a de- 
cision, we probably have covered ev- 
ery facet of a problem. 

“Compared with most operations, 
many things that we do or don’t do 
may seem unorthodox,” Mr. Colby 
concludes. “But you might say that 
six is a number that has worked 
well for us.” 
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Your profits grow...groW...GROW... 


hours. 


No. JT-21 


Gun Tacker 


Ag 4 Be a 
No. T-50 ,,";. 
Gun Tacker * 


Standard Stapler ‘ $i * $12.50 not SP, 
$5.95 in color* , ° es ops 


*Prices subject to F.E.T. 


WHEN YOU SELL 


The world’s most complete stapler /ine/ 

NATIONALLY ADVERTISED TO PRESELL MILLIONS 

YOURS FREE! Arrow’s New Sales Manual 
“SELLING Thru KNOWLEDGE” 


Created to help you sell stapling machines and 
staples . . . and to teach you HOW, WHEN and 
WHERE to properly sell ARROW’S more than 35 
models — each designed for a specialty market. 
It is the key that will unlock a new world of 
STAPLE REPEAT PROFITS for you! Remember, 
staplers use staples like razors use blades — and 
your customers must come back time and again for 
staple refills! 


SO — GET YOUR COPY OF THIS POTENT SALES MANUAL TODAY! 
Be among the first to profit from it! 


Write to: JMaMow FASTENER ["0../nc. Dept. KN61 1 Junius Street ¢ Brooklyn 12, N. Y. 


Pioneers and Pacesetters For Over a Quarter Century 


- - - for more details circle 70 on last page 
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Eastern Show Overflows; 
1962 Expansion ‘Urgent’ 

An “urgent” label has been placed on 
planning for more exhibit space for the 
Eastern Commercial Stationery Associa- 
tion’s sixth annual show. 

Association officials said their fifth an- 
nual show — held on Oct. 14-17 at the 
New York Trade Show Building — was 
“jam-packed” with exhibitors. 

“Although it was not possible to se- 
cure additional floors for the 1961 show, 
lounges and even offices were converted 
into exhibit space to accomodate an over- 
flow of exhibitors, despite which many 
manufacturers could not secure space,” 
ECSA reported. ‘ 

That space will be “an urgent matter 
for planning the 1962 show—scheduled 
for Oct. 13-16 — is indicated, officials 
said, “by the number of advance regis- 
trations requested by many national 
manufacturers who have not heretofore 
been in the show.” 

ECSA officials also noted that 3,930 
dealers — “a record registration”’—were 
in attendance for the 1961 show. This 
included 2,624 from the New York City 
area. In addition to dealers from the 12 
Northeastern states and District of Co- 
lumbia, registrants included 25 dealers 
from other states, 10 from Canada, and 
14 from other countries. 

A prize, a portable TV set, was won 
by Rayad Stationery Co., Queens Village, 
N. Y. 

“The show’s executive committee is 
confident, in view of each succeeding 
show’s improvement and success, that 
1962 should prove to be a better year 
still,” ECSA added. 


Mead New BEMA 
Chairman of Board 

Emerson E. Mead was elected board 
chairman of the Business Equipment 
Manufacturers Assn. at the group’s re- 
cent annual meeting in New York. 

Mr. Mead, president of Smith-Cor- 
ona Marchant Inc., succeeds Lloyd M. 
Powell, president of Dictaphone Corp. 

More than 200 members of BEMA— 
formerly Office Equipment Manufac- 
turers Institute—attended the Oct. 18-19 
session at the Waldorf-Astoria Hotel. 

Named vice-chairmen of the board for 
the ensuing year were R. S. Laing, vice 
president of finance for National Cash 
Register Co., and J. W. Birkenstock, 
vice president of International Busi- 
ness Machines Corp. 

Introduced at this session was Rich- 
ard L. Waddell, new BEMA public 
relations director, who was formerly a 
senior editor of Business Week. 

The next meeting of the association 
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Wood Office Furniture Institute: Wood office chair sales for the first nine 
months of 1961 surpassed the sales of the comparable months of the last 
five years. At the present rate of business, WOFI declared, 1961 sales 
should exceed those of 1960, the best year in the history of wood office 
furniture sales. 

a « e 
Canadian Office Machine Dealers Assn.: W. Waters, National Typewriter 
Inc., Montreal, has been elected president. Other officers are: H. Blake, 
Herb Blake Office Machine Co., Hamilton, board chairman; T. Costain, 
Costain-Stiles-Langford Ltd., London, Ontario, first vice president; G. Lali- 
berte, Office Machine & Supply Co., Quebec, second vice president; J. Piszel, 
Smith-Corona (Canada) Ltd., Montreal, secretary; and T. Hagbarth, Reming- 
ton Rand Ltd., Toronto, treasurer. Directors are: A. Kaiser, Reliable Type- 
writer Co., and G. Rudner, National Typewriter Inc., both of Montreal: J. 
Barr, Barr Typewriter Co., and J. Brownlee, Brownlee Office Outfitters Ltd., 
both of Vancouver; and K. Langwisch, York Business Machine, and H. 
Simpson, Simpson Typewriter Co., both of Toronto. 

« ° = 
Paper, Stationery and Tablet Assn.: George F. Abelein, vice president, new 
products development, White & Wyckoff Inc., has become the third executive 
within association member companies to have served one company con- 
tinuously for a 50-year period. Others are William O'Connell, Crane & Co., 
and Harry Garey, Montag Brothers. 

° . e 
United Printers and Publishers Inc.: Joe Zel, a former vice president and 
director of American Greetings Corp., has been elected president, chief 
executive officer and a director. Reeves Lewenthal will act as president and 
chief executive officer of United Printers and Publishers International. Also 
announced was the move of the corporation’s executive offices from New 
York to the main operating offices and plant at Dedham, Mass. 

* . * 
National Stationery and Office Equipment Assn.: Coverage under NSOEA’s 
Group Life and Accidental Death and Dismemberment Insurance Program 
is now available to all Traveler members of the association, except those re- 
siding in the state of Texas. Previously, the program—initiated by NSOEA 
in 1953—was available only to employers. 

« * « 
National Office Furniture Assn.: John Gray, association executive director, 
announced that Virginia Burdick Associates, New York, has been appointed 
as NOFA public relations counsel. 

e © . 
Photek Inc.: The company has moved its offices from Providence to West 
Kingston, R. I., where its new plant is nearing completion. As a last con- 
solidation step, the firm’s marketing services, customer service and credit 
department will relocate in West Kingston 


@ © ° 
Obituaries: Fred G. Beyer, manager, Twin City School & Office Supply Co., 
Neenah, Wis. . . . L. M. Dixon, 83, former vice president and director, 


Columbia Ribbon & Carbon Manufacturing Co. Edmund F. Stockwell, 
New England sales manager, Venus Pen & Pencil Corp., and former president, 
New England Travelers . John P. Fitzpatrick, 77, chairman, Red Cedar 
Pencil Co. Fred Gaertner, 92, who had retired after 72 years with 
Burrows Brothers Co., Cleveland . . . Carl E. Jacobson, 73, Pasadena, Calif., 
stationer Roscoe C. Nichols, president, Daniels Co., Muskegon, Mich. 
, Harry H. Shaffer, 89, who had retired after 50 years with Horder’s 
Stationery Stores Inc., Chicago Joel W. Smith, 68, founder, Marshall 
Smith Inc., Cleveland Alfred Steitz, 70, president, Field Stationery Co., 
Tulsa, Okla. . Thomas A. Taylor, 62, vice president, sales, Schwabacher- 
Frey Co., San Francisco; national director and vice president, Business Forms 
Institute; and past president, Stationers Assn. of Northern California. 


=~ 


«PRESSTIME NEWS»: 
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A Sale 


on every 


Call... 


FOR A.W.FABER 


GRASERSTIK | 


The original pencil shaped grey eraser 
— always the best point for erasing. 








Sees, Sie 





AMAZING? Yet some stationery 
salesmen report they consistently 

bat 1,000 with ERASERSTIK, the 
original pencil-shaped white-polished 
beauty that has changed America’s 
erasing habits. Because with 


VI MV 


ERASERSTIK, you erase without a 
trace. 20¢ with brush. 
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ERASERSTIM’s sister product, 
STENOSTIK, the ball pen especially 
designed for shorthand, has also 

won the hands and hearts of girls 
everywhere. Its long, tapered grip 
comforts tired fingers. Full cartridge- 
length barrel. Available in blue, 
black, red and green. Each 

color packed 3 to a box. 

39¢ each pen. 


MR. DEALER: Looking for 
an EXTRA profit? Investigate 
the growing drawing materials 
market. Sell CASTELL drawing 
pencils, drawing leads and Lock- 
tite Holders. National advertising 
creates steady consumer demand, 
with generous profits. Write. 








A.W.FABER-CASTELL Pencil Co., Inc., 


41-47 Dickerson Street, Newark 3, N. J. 


- - - for more details circle 32 on last page 
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—the quality 


line of maps, atlases and 
related profitable products 






GLOBEMASTER WORLD ATLAS 


Colorful, eye-catching, instant refer- 
ence, the Hammond Globemaster re- 
mains the educational tool most in 
demand by youngsters. Over 100 
full-color maps add visual under- 
standing to the pages of fascinating 
facts about the earth and solar sys- 
tem. Paper over board binding. In- 
dexed. 50 pages. Only $1.00. 


Other New Census Edition 
Atlases From 69¢ to $35.00! 


$1.00 MAP RACK— 


Hammond's Colorful 
“Silent Salesman” 








Hammond's new table display unit 

moves maps fast. Holds Hammond's 

large 50” x 33” Standard edition wall 

a . maps folded in a neat, easy-to-stock 

| cover—and many other Hammond 

maps, atlases and kits. These items 

seli themselves. Map rack available 

FREE on initial orders of 72 or more 
$1.00 items. 


a 

wands Grvatens Map an Alas Yoon 
¢.%. HAMMOND &CO, 
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all sorts of enjoyable activities, tips on 
costs, food, camp regulations. Detailed state 
maps cover all popular camping grounds, 
list facilities, side trips, etc. 122 maps in 
_ color. $2.50. (Cloth binding with 4-color 
jacket, $3.95.) 


HUMAN ANATOMY ATLAS 


Male and female anatomy represented 
in unique, full-color die cut illustra- 
tions. Detach cut-outs along perfora- 
tions and body layers fall one upon 
another showing the relationship be- 
tween various parts of the body. 36 
pages of full-color illustrations. $1.00. 





Today, let Hammond prove to you that quality pays 
off in the profits you make—on the products you sell. 
For complete Free catalog or to order, simply write: 


C.S. HAMMOND & COMPANY 


Dept. ¥-? Maplewood, New Jersey 
- - - for more details circle 39 on last page 
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will be held in Chicago on April 11-12, 
in conjunction with the 1962 Business 
Equipment Exposition of Business Equip- 
ment Manufacturers Exhibits 


Inc. on 

April 9-13 in McCormick Place. 
NSOEA-NOFA Merger 
Not Planned, Says Cole 

No merger is contemplated between 
the National Stationery and Office Equip- 
ment Assn. and National Office Fur- 
niture Assn., a NOFA official has de- 
clared. 


William J. Cole, NOFA president and 
manager of sales and purchasing for 
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Walsh Brothers, Phoenix, 
this statement following a meeting of 
the NOFA board of directors at the 
biannual conference on Oct. 21-22 at 
Pascagoula, Miss. 


Ariz., made 


Speculation on such a merger began 
after NSOEA mentioned plans for es- 
tablishment of a furniture 

Emphasizing that each association 
renders “a definite but different serv- 
ice.” Mr. Cole pointed out that there 
was no direct relation between the mar- 
keting, designing and manufacturing 
processes involved in office furniture 
and those involved in stationery items. 

“The founding fathers organized 
NOFA in 1948, specifically for the 
purpose of serving office furniture deal- 
ers, manufacturers and manufacturers’ 


division. 
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VULAR,& 

a TERAFILM® plastic 

sheet made of EASTMAN KODAK'S 
new TENITE® polyester. 


IT’S THE 
GREATEST... 


... SHEET PROTECTOR ON THE MARKET 


Vular sheet protectors give your customers everything they 


want... sparkling clarity, toughness, durability and value. 
They're great in providing the protection from wear and tear 
that important office papers need. You'll like the way Vular 
plastic sheet protectors boost sales, too. Get in the profit pic- 
ture now. For full details and a free sample of Vular, write — 


Rew) 
INDUSTRIES, INC. 





IAL 

















AMERICAN KLEER-VU PLASTICS, INC., DIVISION 


76 Madison Avenue °* 
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New York 16, N.Y. ¢ 


ORegon 9-5900 


- - - for more details circle 15 on last page 


representatives because their needs 


were 
not being met by any existing as-ocia- 
tion,” Mr. Cole added. 

It was the consensus of the board 
that the increasing effectiveness of the 


association, in meeting the needs of the 
office furniture industry, makes any 
merger inappropriate, Mr. Cole con- 
cluded. 


Washington Dealers 
Name E. M. Moran 

Elbert M. Moran, Washington, D. C., 
has been elected president of the Wash- 
ington Office Machine Dealers Assn 

Mr. Moran of the Typewriter Shop 


succeeds Walter G. Hanson of R. C, 
Allen Business Machine Co. 
Other new officers are Hugh H. 


Hemsley, Virginia Office Machine Co., 
vice president; and Charles Kensley, 
Underwood Corp., secretary-treasurer. 


Pen-Pencil Group Backs 
Quality Stabilization Bill 

The Fountain Pen & Mechanical Pen- 
cil Manufacturers Assn. has joined oth- 
er trade associations in formally 
dorsing a quality stabilization bill. 

The association’s Bulletin reported 
that Sen. Warren G. Magnuson, Senate 
Commerce Committee chairman, will 
ask his committee to schedule _hear- 
ings early next year on S. J. Res. 121, 
the Quality Stabilization Bill. 

This measure which, in essence, pro- 
vides that a manufacturer—if he choose 
to adopt quality stabilization—may pub- 
lish the price at which his _ products 
must be sold, according to the associa- 
tion’s publication. Whenever a reseller, 
who has knowledge of that price, sells 
the product above or below it, the manu- 
facturer may, by simple notice, revoke 
the right of the offending retailer to 
make any further use of his trademark. 


en- 


Esterbrook Launches 
Dealer House Organ 

Esterbrook Pen Co. has started to 
publish a new dealer house organ for 
the stationery trade called Penscript. 

The publication will feature merchan- 
dising hints, ideas on sales and promo- 
tion, money savers and profit{ makers, 
the company said. 


‘Dealer of the Year’ 
Sought by NOMDA 
The National Office Machine Dealer- 
Assn. urges local associations and 
members to keep an eye open for Nom- 
dans who qualify as candidates for the 
first annual “Dealer of the Year” award. 
This presentation will be made at 
the NOMDA national convention on 
June 24-27 in Minneapolis. 
Meanwhile, Jan. 20-21 
scheduled the dates for the annual 
midwinter meeting of the NOMDA 
board of directors. This session will be 
held at the Langford Hotel in Winter 
Park, Fla. 
In addition to the gathering of di- 
rectors, there will be a meeting of the 
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TWO NEW 


ARCHITECTURAL DESIGN GROUPINGS 


with clean sweeping styling in 







View from approach 


side showing hinged 

storage area. aA 
ee ee acemiulWe SERIES 
WOOD OFFICE FURNITURE 


New additions to the Spacemaster Series that fit 
an important need in “compatible” office planning 


SS Je — especially when done by architects! Execu- 





Executive arrangement with tive and secretarial arrangements look similar 
attractive tambour front, file space, 








sintinlinshen diekan: cima ah, from the front, but each has distinctive features 


particularly suited for individual convenience and 


ASS performance. Priced competitively with any other 
SS : tip ae office furniture — with normal dealer markup! 
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penn deanlapieatige. camer a aa JASPER OFFICE FURNITURE COMPANY 


tambour front, typewriter pedestal, 
file and storage areas. JASPER, INDIANA 


- for more details circle 44 on last page 
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Your Best Christmas 
Gift 
Suggestion 
CRAM 
Quality Globes 


Year ‘round enjoyment 
for the whole family 











* An excellent business gift. 

* Ideal for student's use. 

*% Up-to-the-minute reference to follow 

fast-breaking world events. 

* Beautiful colors for home or office decor. © Anchors Typewriter Firmly 
bw A complete price range, to fit any budget. Png 3 of iemesnels susten 
}} DON’T SELL THE DEMAND SHORT! STOCK UP TODAY. p= aa 
a Globe and Map Publishers Since 1867 r Ratnene ate a 
i i e Lessens Fatigue “ 

& | ¢ Increases Speed and Accurac 
600. CRRA co tne. | 
He ¥ Standard and Electric sizes — eggshell, : 
' *Unda Wunda is a trademark 
: 730 E. WASHINGTON ST. ¢ INDIANAPOLIS, IND. 4 tan, green, gray colors of the Enor Corp. ; 
55 Woodbine Street 

abil tial ENOR CORPORATION Bergenfield, New Jersey 
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NEWS ae “Who's Who in the Office Machine nual Governors’ Conference at the Mar. 





Industry” has been distributed by mail riott Twin Bridges Motel in Virgir ia. 
to members. Both the Travelers officials anc asso. 
Florida dealers on Saturday, Jan. 20, at An “Exhibitors’ Manual” for distribu- ciation governors worked on the plan. 
the hotel, where joint activities of the tion to all companies with displays ning of NSOEA’s 1961-62 progrim a; 
two groups will take place in afternoon at annual conventions is being prepared the conference, which opened with a 
sessions and at a dinner in the evening by the association. reception sponsored by the Wash ngtop 
Other NOMDA developments _ in- NOMDA will soon distribute to mem Stationers Assn 7 
clude: bers the results of its recent member- The Governors’ Conference fo lowed “4 
An “open enrollment” feature has ship-wide survey on rental rates on type- NSOEA Manufacturers’ Div sional “a 
been added to the association  insur- writers and adding machines meetings in New York and Chicago, and 
ance program, which means that all a meeting of the NSOEA executive 
members who have not yet availed sat committee at the Twin Bridges Mote] 
themselves of the plan will now have Travelers Officials Meet ; 
an opportunity to do so on the 15th of With NSOEA Governors 
each month, instead of only twice a Presidents of Travelers Clubs met for San Franciscan White 
year as in the past. the first time with NSOEA regional Celebrates 50th Year 
The 1961 supplement to the 1960 governors on Nov. 16-18 at the an- Earl S. White, Sr., San Francisco, cele- 


brates on Dec. 4 the 50th anniversary 
of his entrance into the office equip. 
ment supply field 

Mr. White has 
spent the greater 
part of his career 
in his present po- 
sition as manager 
of the San Fran- 
cisco Office of 
Ames Supply Co., 
Chicago, which 
serves the machine 

os field on a _ nation- 
White al basis as a sup 
plier of typewriters and office equip- 
ment. His son, Earl, Jr., is his assistant 
manager. 

Mr. White has been an active mem- 
ber of the National Office Machine Deal- 
ers Assn. for 20 years, and was one 
of the organizers of the Northern Cali- 
fornia and Western divisions _ of 


Exciting 
New 











NOMDA. He also assisted in the or- W 
ganizing of the Office Equipment Trade - 
Advisory Committee at San Quentin h 
Prison 


Trade Practice Rules = 
Proposed for Industry C 
Proposed trade practice rules for the 
office products industry have been made 
Clarin's New Posi-Stack Ganging public by the Federal Trade Commis- 
Bracket for easy positive sion. 
stacking and ganging & Industry members and other interested 
or affected parties were given an op- 
portunity to present their views on the 








IF MICHAELANGELO had sculptured a chair, CHAIR BODY: One-piece seat proposals to the FTC either in writing 

. . : . and back of fiber glass rein- before or orally at a hearing that be § 
it might well have looked like this...so forced molded polyester resin = on Mov. 6 ot the Bdasener GEE 

gan ¢ ( < e Fagewate 2 
graceful, so truly conformable to the con- LEG FRAME: 4 tapered, chrome Siatel in Chiceso ‘ 
F plated tubular steel legs perma- ; ‘esd 

tours of the body you know it has to be nently welded to two large heavy Copies of the proposed rules may be 
designed with authority. See how back ty die formed seat brackets obtained from the commission 


SIDE BRACKETS (POSI-STACK): 
and _ are —— a to Two 16 gouge steel die formed 
must sl roperiy, comfor . pe side braces with flanges and em- . 

sit property, 0 y ow El aads namlen fo at of New Plant Dedicated 
the mid-section is beautifully fluted. Not top and bottom for added 


> ¢ or « Ye > ~ 
"van aa ‘wear ~ihey tegen senate onal, Venmnennie webted ta Monroe Stationers and Printers Inc., 
> $ sae 





place. Newton Highlands, Mass., has dedicated 
ventilation. Magnificent colors. Sculpted ypyoustery: A choice of 8 dif- its mew plant at 25 Needham St. The 
in 6 decorator shades, upholstered model _ ferent kinds of vinyl as well as firm, a specialist in industrial and com- 
. > . E nylon — over foam. iY ug : $3 
in 88 combinations! mercial business, employs 55 men and 
i SIZES: Seat height 17/2", over- . ae : —_ * ao 
Pioneers in auxiliary seating since 1925 all size 33” high x 2136" wide, I, SONS Ss Tee yeas Se 
floor area 213" x 2112". when there were 25 on the payroll! 
Write Dept.92G for Special Sample 
Kit Information. 
Lerman Honored 
CLARIN MANUFACTURING CO., 4640 W. Harrison St., Chicago 44 , lil. Herb Lerman, president of Olympic 
Office Supply Corp., New York, was 
honored by Olympic salesmen at a tes- 
- - - for more details circle 25 on last page timonial dinner in celebration of his 
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INC aSso- ‘ 
he plan- 
grim at 
with a 
as! ngton ; 
10 lowed 
iV sional 
agZo, and 
eXccutive 
Ss lotel 
better business forms because of... 
. wea Star Forms are sold only through authorized dealers. 
ae In no instance will Star sell direct to the consumer. 
© Cquip- 
oly field 
hite has Star Forms are produced with quality papers. Work- 
greater manship by craftsmen with years of forms experience. 


is Career 
ssent po- 
manager 
an’ Fran- 
fice of 
ply Co. 
which 
machine 
4 nation- 
iS a sup- 
e  equip- 
assistant 


10 to 14 day shipment on standard forms, 7 days 
more on custom forms. This is a Star Forms Policy. 


INNS ! AR*+FORMS 


ee eee 





EXCLUSIVE MFGS. OF REGISTER FORMS 
WRITE TODAY FOR OUR 50 PAGE CATALOG 


ve mem- 


ine Deal- - - - for more details circle 61 on last page 
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INCREASE 







interested Model 3-C 


TABLE 





1 an oOp- Wrinkle-finish 
Sean SALES none 
eo $4.35 or 
ae Striking Duotone The original and still the 
that  be- aR inal Fit 0. arwo : 
er Beach PER ASNORS FF best Pike ‘‘Better Moistener’ eo: studio 
Every Office Decor! for envelopes, stamps, labels, Stor-A- Way by 
» may be ALL INTERCHANGEABLE COVERS seuenh aie, de. ental 
IN BRONZE, SATIN SILVER, OR ; , A WwW CO or 
JET BLACK. BASES IN DESERT with enameled steel covers and 
SAND, FROST GREY, MIST GREEN porcelain or metal bases © Provides plenty of knee room. Board " 
OR JET BLACK pivots at front and is easily adjusted 
] Won't tip, won't scratch, wont to working angle most comfortable for 0 ice 
fers Inc., each individual. 
dedicated rust. Phone or write for © Doubles as easel as well as drawing 3 
board. Adjustable to any angle includ- 
st The omplete information ing vertical. 


folds 
flat 


and com- @ Inconspicuously stored. Folds flat to 


p oe ase , 
$3.95 al (4 TS: 6 inches 
men and 3 ® P,! I REPLACEMENT PAR e@ Select clear western pine top and 
ears ago f ‘ / Brushes and covet hardwood base ae smoothly finished in 
" & = 7 


a fine clear lacquer 


payroll Board Size List Price 
~ 4 No. 415-1 23x31” $17.50 
2 No. 415-2 24x36” 19.00 "7 
— No. 415-3 31x42” 23.00 
¥ All ANCO products sold thru dealers 
Olympic i only. Write for the one nearest you. 


Dept. MS 12-61 
ANCO WOOD SPECIALTIES, INC. | 











ork, was E. W. PIKE & CO., INC. 


at a tes- 
“ 4 his 577 Pennsylvania Ave. + Elizabeth, New Jersey + EL 2-0630 . 
4 . . 
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15th year in business on Sept. 29. A 
plaque commemorating the event was 
presented to the Olympic president at 
the dinner. 


NSOEA Names 10 
To Executive Committee 

A new 10-man executive committee 
has been named by the National Sta- 
tionery and Office Equipment Assn. 

The group in- 
cludes: H. Cald- 
well Harper, new 
NSOEA president; 
Burt Henderson, 
Leon Black, and 
Izzy Voda, vice 
presidents; J. How- 
ard Patrick, board 
chairman; W. Neill 





Stewart, Jr., imme- 

A diate past board 

Harper chairman; M. S. 
Marshall, vice chairman, Distributors 


Division; Lawrence W. Miller, vice 
chairman, Manufacturers Division; Wil- 
liam Fletcher, immediate past vice presi- 


dent; and J. T. Suydam, III, manager, 
dealer sales department, Burroughs 
Corp. 


Mr. Voda represents the 
an ex-officio member of 
committee. 

The committee met for the first time 


Travelers as 
the executive 





how to 


MEET AND 








se RIG 


; 
% 
‘ 
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K & C's LOWEST INDUSTRY 
PRICES! 





K & C's HONEST QUALITY— 
NO COMEBACKS! 


K & C's FAST, FAST SERVICE 







KI C§ 


Z (fo 





| COMPETITION 


Call “Stan the Man” 
for profit tacts 


K & C's SCIENTIFIC PACKING! 


on Nov. 18-19 at the Marriott Twin 
Bridges Motel in Virginia, across the 
Potomac River from Washington, D. C. 


WOMDA Convention 
Hears NAM Speaker 

Members of the Western Office Ma- 
chine Dealers Assn. met in convention 
on Oct. 13-15 at the Multnomah Hotel in 
Portland, Ore. 


Scheduled to be the main speaker 
was Dr. Orlo M. Brees, public rela- 
tions representative of the National 


Assn. of 

vision. 
Portland area office 

were hosts for the 


Manufacturers Western Di- 


machine dealers 
meeting. 


WOFI to Continue 
Sales Aid Program 

Wood Office Furniture Institute mem- 
bers voted to continue the institute’s 
Dealer Sales Aids Program at their gen- 
eral meeting on Sept. 22 in Chicago. 

The WOFI membership approved the 
following actions: 

Reprinting of the Office Planners Di- 
gest, a trio of manuals on all phases 
of office planning. 

Revision of “Office Planner’s Layout 
Kit,” a layout aid featuring one-quarter- 
inch walnut-grained templates. 


Release of the latest issue of 
mailet 

installations. 
Trends in the 


Trends, 
the four-color dealer showing 
outstanding dealer 

Putting back 


issues ol 





K&C 
PROMOTIONAL 
STEEL DESK 


PACKED FULL OF FEATURES 

® Armstrong linoleum top @ 5 roller 
bearing drawers ® Brushed aluminum 
hardware and trim ®@ Adjustable 
glides @® Oven-baked enamel fin- 
ish @ Choice of 4 colors @ Plus 
K & C Quality! 

K & C quality cuts costly servicing—you 
keep the profits on our fast-moving 
promotional files, desks, storage cab- 
inets and combination units . .. write, 
wire or call Stan Neichin collect for the 
stay ahead of competition FACTS! 


METAL PRODUCTS CO., INC. 
1007 Greene Ave., Brooklyn 21, N. Y. 
HYacinth 1-4510 we, 


c 


*. assocanon i 


OVER A DECADE OF QUALITY AND (fat 


PRECISION IN STEEL EQUIPMENT 
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“Office Planner’s Idea Guide.” 
contains six past issues of Trends in a 
die-cut folder, with pockets that can 
filled with a dealer’s covering letter 
additional sales literature. 


The guice 


Ivan Allen Sales 
Increase by 2% 

Total sales of Ivan Allen Co., A:- 
lanta, Ga., for the firm’s 1960-61 fisc:! 
year were $6,192,019—up 2 percent ov 
the previous high of last year. 

This was announced by William |! 
Glenn, president, in his annual repx 
at the annual stockholders meeting. 

Consolidated sales including a1] 
branches were $7,929,400. Net income 
before taxes was up 11.4 percent over 
the previous year. 


Robel Appoints Judkoff 

Carl C. Judkoff, former president of 
Cantigny Printing & Stationery Corp., 
New York, has been named general 
manager for Robel Press, New York. 
Mr. Judkoff, from 1953 to 1957, served 
as regional governor of the National 
Stationery and Office Equipment Assn. 
He was president of the Stationery Assn. 
of New York from 1954 to 1959, and 
an executive chairman of the Eastern 
Commercial Stationery Show from 1957 
to 1959, 


BEME Picks Agency; 
Prepares for Chicago 


Business Equipment 
Exhibits Inc., a 


Manufacturers 
Business Equipment 
Manufacturers Assn. subsidiary, has se- 
lected an advertising agency—Smith, 
Henderson & Berey Inc., New York. 

The agency will work on the next 
BEME presentation, the Business Equip- 
ment Exposition scheduled for April 
9-13 in Chicago’s McCormick Place. 

Also announced by BEME was the 
completion of “Exposition Publicity,” a 
booklet aimed at broadening the rela- 
tionship between members of the work- 
ing press and exhibitor public relations 
personnel. 


Decorator Honored 

Mrs. Kathleen O. Caldwell, a mem- 
ber of the interior decorating rag 08 
ment of Desks Inc., Denver, Colo., has 
been named a full member of the Rocky 
Mountain Chapter of the American 
Institute of Designers. 








$100 GREETINGS — Joseph Berger, Fairfax 


Stationery, Los Angeles, presents the first 
prize award of $100 to Mrs. Audrey Earle, 
winner of the Chapel Art Studios contest 
on “Why I Like to Send Greeting Cards.” 
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|For Neat,Convenient  °rvcr 4'PS &Y 
7 ; | 
Storage of Records... a 
9 #s* volume sales and profit! 
\ 
scuil FLEXIBLE STEEL KLERADESK — MODEL D. Dis 
over Recommend KO gl Vernon tinctively combines three vertical compartments 
- — two horizontal sections. Indexed for great- 
I as est filing efficiency 
@__— 
px 
| RP-073 3 INCH PARALLEL PRONG RING BINDER 
a 
Ome 
over Tough pyroxylin-coated Buckram 
hard cover laughs at wear and 
t of looks good too! Heavy precision- 
ta machined, double positon lever 
ork. ' sae 
eae .. . first position for working 
msg makes sheets lie flat. Second 
pac position opens rings fully for 
ost sheet changes. Ideal for storage 
and continued use of catalogs, 
manuals and bulky material. 
“— 
ne Size 11x8¥2 —3 rings. 
nent 
» Se- 
nith, sé ” 
4 RBM 42 “STOR-AWAY” THIN POST BINDERS 
next FLEXIBLE STEEL KLERADESK—MOD- FILE-A-SIST. Attaches to file drawer 
uip- EL 6V. Provides protective place for leaves hands free. Removable in 
wo Slate-blue canvas, hard cover popers. Saves time, space stantly. Speeds filing 
vale resists wear and constant - 
ae abuse. Exclusive spring ac- a 
= tion post clamps hold sheets A 
securely. Loading and un- 
loading is quick and easy. No , , 
1em- e q y ADAPTO-RACK CATA-RACK . . . FOR ** CAPILLARY gl 
vant: outside studs to mar desk or SECTIONAL ORGANIZER CATALOGS AND BOOKS HANDI-PEN DES 
ha . » 
ocky | table. Holds up to 2 inches 5 
icZ = : iy 
_ of material (also available in a 
— 4 inch depth No. RBM 44). =e 
Size 11x8%, two posts. ee 
NO-OVER-FLO SPONGE IDEAL SANITARY **BUILD-UP"’ HORIZON- 
Write us today for complete information. cup MOISTENERS TAL DESK TRAY 








SE. &M. VERNON 





"fr INCORPORATED 
Earle, = — sr gg aa 
— 79 WORTH ST., NEW YORK 13, N.Y. | aaa i iat 
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'THE NEW 


. 


‘MAGIC WORD 
IN 

















MAGNA-BAK 


DAN-DEF 


DAN-DEE DISPLAYED . .. DEALERS LOOKED 
... IT’S MAGIC, yes, at the Chicago and New 
York stationery shows, visitors discovered 
there could be something new in WASTE 
BASKETS. DAN-DEE’s new patented 
MAGNA-BAK tapered oblong basket mag- 
netically holds fast to any steel desk, file 
cabinet or partition. Stays put, out of the way, 
up off the floor, yet is easily removed to 
empty. This quality basket has a permanent 
magnet and will hold approximately 12 
pounds of normal waste and still remain 
secure. Top size 15” x 9” and 12” high avail- 
able in three standard colors. | 


Send for full particulars on the 
MAGNA-BAK and ask for color- 
ful Information Catalog on entire 
DAN-DEE line. 





JVC 


Model #4 Model #12 Model #7 Model #8~- Model #50 











ERIE ART METAL CO. INC., erie, pa. 


64 


- - - for more details circle 31 on last page 





Miscellany in the News 





Yi . 


Hamilton Cosco Inc.: Robert L. Wendling has been pro 
to vice president and general manager of the company’s new 
plant to be built at Gallatin, Tenn. Charles W. Hathaway 
succeeds Mr. Wendling as director of purchasing at the head- 
quarters plant in Columbus, Ind. 


Oted 


Venus Pen & Pencil Corp.: Carl W. Priesing, a veteran of 


more than 20 years in the writing instrument industry and 
Venus vice president in charge of marketing for the past 11 
years, will retire on Dec. 31, 1961. 


Ditto, Inc.: James L. Morrissey has been elected vice presi- 
dent in charge of manufacturing by the board of directors. 


Mr. Morrissey joined Ditto in December, 1960. 


Mosler Safe Co.: John Kemner has been promoted to na- 
tional dealer sales manager. He has been with the company 
since 1954 in the Buffalo, N. Y., and Houston, Tex., offices. 


B. F. Goodrich Co.: Edward H. Coale, former sales and 
marketing vice president of Seabrook Farms, has been named 
general manager of the consumer products division. 
Also announced was the appointment of William J. Horn as 
merchandising manager of the consumer products market- 
ing division. 


sales 


Pickett & Eckel Inc.: William G. Herkes has been named to 
the new post of director of marketing for Pickett & Eckel 
and affiliated companies. 


Marnay Sales Division, Rockaway Metal Products Corp.: Mar- 
vin Tabak has been named advertising-sales promotion man- 
ager. He was previously advertising manager for Classics 
Illustrated Publications. 


Globe-Wernicke Co.: Four district managers have been named: 
W. L. Boso, headquartering in Richmond, Va., will service 
Washington, D. C., Maryland, North and South Carolina, 
and portions of Georgia, Pennsylvania, Virginia, and West 
Virginia; Lee F. Emery, Madison, Wis., will service Minne- 
Nebraska, North and South Dakota, Wisconsin, and 
portions of Iowa and Michigan; John M. Homer, Cincinnati, 
will service portions of Illinois, Indiana, Kentucky, Ohio, 
Tennessee, and Virginia; and Robert B. Moore, Corry, Pa., 
will serve New York and Pennsylvania. 


sola, 


Norcold Inc.: Richard EF. Hewitt has been appoinied na- 
tional marketing manager of the consumer products division. 


Parker Pen Co.: George B. Wright has been named domestic 
manager and Graham C. Butler has been appointed 
manager of national market development. 


sales 


Stein, Hall & Co.: David C. Booth has been named sales 
manager for Flash Seal, a new envelope adhesive. and will 
work particularly in the New York, Boston and 
Washington, D. C. 


areas of 


Wilson Jones Co.: Consolidation of the company’s Eastern 
shipping facilities in a new $450,000 addition to its Eliza- 
beth, N. J., plant has now been completed. Eastern shipping 
operations were formerly n New York City. Wil- 
son Jones also is constructing sates offices and showrooms 
at 270 Madison Ave. in New York. 


cea.ered 


Arno Adhesive Tapes Inc.: Robert P. Bolles, former prod- 
ucts manager, becomes merchandising manager. 
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SELLS ON SIGHT 


for dozens of uses 


Every Office! 
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al y 3 doz. rolls 
rp.: Mar- : : 
a a In 1-2-3 order Micropoint COPY-FAX | 
Classics reproducible ink products will make you 

more SALES, and increase your PROFITS. 

You have ready-made business waiting. eee thing t thing! 2-Sided 
h ane The copying machine market is fantastic that sanguin anytng nieces: 7s 
| serves _ over 80 different brands. Micropoint KLEEN-STIK replaces paste, glue, liquid H 
a COPY-FAX reproducible ink products cement, and “overlay” tape. Disposable } 
> Minne- abeaiie ee onan oF backing strip permits quick, easy applica- : 
sin, and * 6 different COPY-FAX products ' f - ili f 
incinnati, i i iad ion is i iti atitinn tion on forms, signs, labels, etc. — for 
y. - ; P y — | immediate or later use. Papers feed 
ass ae In attractive counter displays and single-dozen | . . 

camel aush. .. | —— any office machine without 

interference. 

nied na- 
division. 





domestic 
ippointed 


a Use this (Coupon ~~ y; 
for Sample Offer! / 
Get REGULAR $1.79 fo, $]00 


red sales 
































and will 

ston and DISPENSER PACK only 
1 KLEEN-STIK PRODUCTS, INC., Dept. MS 
§ 7300 W. Wilson Ave., Chicago 31, Ill. : 
Eastern : RUSH sample Dispenser Pack of Kleen-Stik 2-Sided Adhesive. , 
its Eliza- t R 
shipping In Canada: Ben Sanders Co., Ltd. Toronto 1 ; Payment of $1.00 enclosed. ' 
ity. Wil- | ; a : 
owrooms Y 4 Company aes P 
| 1 a 
| Creator of Advanced Writing he iota 5 Address — 
— Sunnyvale, California " City 2 
ade Order from your wholesaler or direct, giving wholesaler's name and address | @ eee eee ee ee eee SeRerrersanerenees eee 
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PRE-SET FOR 
PERFECT PUNCHING 


























No adjustments, no gauges, 
nothing to mark — 

just insert paper 

and squeeze! Clix 

punches are permanently 
pre-set for proper center 
distances . . . save time 
and waste motion. 

Always accurate, 

jamproof, trouble-free. 


CLIX 

DOUBLE DUTY PUNCH 
MODEL 32 
List $5.75 


PAPER 
PUNCHES 





CLIX 


are also available in: 





1-Hole Punches — Model 100X — List $.65 
2-Hole Punches — Model 2 — List $2.75 for 5” —12” sheets 
3-Hole Punches — Model 3 — List $3.75 
7-Hole Punches — Model 7 — List $7.50 





See your Wholesaler or write to 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 








x-actographic 
cut & paste-up set 


SCIENTIFICALLY DESIGNED FOR WORKING WITH PRESSURE SENSITIVE MATERIALS. 
Speed, acturacy and flexibility are at your fingertips with the new 
X-Actographic CUT & PASTE-UP SET. Ideal for the preparation of graphic 
presentations—charts, graphs, drawings, maps, technical illustrations, 
mechanicals. ™ Surgically sharp, the X-Acto knife with its clip-on trans- 
parent safety cap assures precise cutting. The mechanical pencil is on 
the opposite end of the knife for marking guide lines. Cross-action pick-up 
forceps hold the smallest materials, which can be securely affixed with 
the burnishing end of the forceps. Also included are three interchangeable 
blade styles in a five-blade pack. = The new X-Actographic CUT 

& PASTE-UP SET +61, luxury-packaged in a clear, compact, 
protective polystyrene container is just $3.00. Components are 

also available individually from your X-Acto dealer. 


X-ACTO PRECISION TOOLS, INC., 48-41 Van Dam St., Long Island City 1, N.Y. 
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Miscellany in the News 





Leonard has 
moted to national sales manager for the Syroco and Crestyle 
divisions. He has been with the company more than 10 years. 


Syracuse Ornamental Co.: Lee J. been pro- 


and has been Syroco’s chief representative in Ohio and 
Michigan. Also announced was the retirement of salesman 
Harry A. Mendelson, who had been with the firm for 24 
years. 


Springer-Penguin Inc.: Leon Jaffe has been named sales man- 
ager. He has been active in the office equipment field for 
more than 25 years. 


Gibson Greeting Cards Inc.: Appointment of Clarence Baker, 
former merchandising manager, as sales manager of the Pakay 
Party Papers Division has been announced. Also reported 
were new sales territory appointments: Clyde G. Moody 
assumes the South Carolina and Eastern Tennessee territory; 
John J. O'Neil will cover Northeastern Ohio; and Paul F. 
Murphy takes over New Hampshire and Maine. 


Scripto Inc.: William M. Black, former national field sales 
manager of Timex Corp., and Reg Holliday, former Scripto 
Western national manager, have been named national field 
sales manager and assistant field sales manager, respectively. 


Kalvar Corp.:; Paul Gibert will be in charge of the corpo- 
ration’s new technical sales department. 


' ' vvy 
for lasting service... try 


EQEFTT ISD PRESSBOARD FOLDERS 





i \ 
> * 
. TABS 
o 
SELF TABS FIFTH cuT 
-<aatGe ° si Ze 
sm errer “ GAL 


the WARSHAW 


MFG. CO., INC. 


1 MAIN ST., BROOKLYN 1, N. Y, 
AAA 
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Faye DATERS 


Easier to SELL because B & M gives you 
MORE TO SELL! 


® 6 Year Life Band—Rugged, 
longlasting Red Rubber. 

® Easy Turning Band—never 
sticks or slips. 

@ Year Band carries useful 
wordings — Rec'd, Ans’‘d, 
Ent’d, Paid, A. M., P. M. 





® Your Imprint on Handle 
at no extra charge on 
quantities of one gross 
or more. 

® Rugged hardwood han- 
dle: chrome plate frame. 

®@ Individually packaged. 





Fay mud DIV 
BANKERS & MERCHANTS, INC. 
SU Coie }AS| 26] 
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USTRITE SELLS ONLY TO DEALERS 


USE OUR 


SAME DAY SERVICE 


from 
@ CHICAGO 13—3524 N. Clark St. 
@ DALLAS 1—2912 McKinney Ave. 
@ LOS ANGELES 32—5254 Alhambra Ave. 





Ask for com- 
plete catalog of 
Marking De- 
vices. Please 
address Louis 
Melind Co., 
3524 N. Clar 
If we receive your seal order in the morn- | %* Chicos '3 
ing mail, we will engrave (not punch) your 
seals and have them on the way to you 
that night.* Because we give you SAME 
DAY SERVICE—from three cities—you can 
give your customers fast service, and at a 
profitable mark-up for you, too. Send 


your order to the city nearest you. 


*except for complicated trade marks, patterns, 
designs, etc., which may take a little longer. 


LOUIS MELIND CO. 


FOUNDED 1893 





(A) No 1 Small Desk Seal, 434” 
BINED ccxsristessusieconsenssnsnesiseenesensin 

(B) No. 1 Desk Seal, 534” long...... 

(C) No. 1 Long Reach Desk Seal, 
BN I cnisccessccceoninceptinnanscinens 


NEVER TO CONSUMERS 








DESCRIPTIONS AND PRICES 


(D) No. 1 Pocket Seal, 434” long.... 8.00 


$ 8.00 Not Shown—Stationery Embossers, 3 line 
9.25 Small Desk Embosser, 434” long......$10.00 
Pocket Embosser, 434” long............ 10.00 

35.00 All Prices Subject to Dealer Discount 





SEND US YOUR NEXT ORDER AND TRY OUR SAME DAY SERVICE 






| 


i it 
i. | 
iy] 


a 
slluloss 


IULOSE 
rENCILS 


OPERATING COSTS 





, 


Bor wows | 
QUALITY 


DELIVERY 


count on. 
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on high speed rotary equipment. 


FAST QUOTATION SERVICE, 


24 hours or less if necessary. 


EASY-TO-USE PRICE LIST. 





1600 E. 26th St. « 
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SNAP- 
With International Business Forms, APARTS 
you re sure of: / 
International Snap- 


apart forms have been 
a standard of quality 


PRINTING, produced 





for years. Fine print- 
ing, snmap-apart just 
ight. 
COMPETITIVE PRICES and — 
LIBERAL, DEALER DISCOUNTS. CONTINUOUS / 
FORMS 


PROMISES you can 


Line hole punched 
tabulating; pasted or 
stapled-up to 10 parts. 
International quality— 
at the right price. 


NEW OEALER DEPT SF 


SOHSSSSSSSHSHESSSSSHHHSSSHSSESSSSESESEEEESEHESESESEOES 


PLETE INF euiGAT REMEMBER - - 
We sell through - 
never direct. 


Little Rock, Ark. : 
: 
. 





with SNAP-APARTS and CONTINUOUS FORMS 
from INTERNATIONAL BUSINESS FORMS 
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BEST GUESS —)> 
Hollis Holberg, 
right, W. S. Sieg Co., 
Devils Lake, N. D., 
receives the transis- 
tor TV set he won in 
a National Blank 
Book Co. contest at 
the NSOEA conven- 
tion. Mr. Holberg’s 
guess was closest to 
the actual number of 
inches of cable post 
material on a reel. 
Presenting the set is 
Roy Kirchner. 


TRAFFIC BUILDER — A. Pomerantz & Co., Philadelphia, devoted 
this window to a display of list finders along with colored 
telephones, pplied by the local telephone office. Dick 
Pomerantz, president, reports the window stimulated excellent 
drop-in trade and sales. Photo courtesy of Bates Manufactur- 
ing Co. 





BON VOYAGE — ‘ 
William Jones, 

right, Baltimore Sta- 
tionery Co., Ballti- 
more, accepts his 
award of a week 
trip for two to the 
Virgin Islands. Mak- 
ing the presentation 
is Frank O/’Connor, 
sales manager, Royal 
Metal Manufacturing 
Co. Mr. Jones won 
the prize by writing 


a sentence on why he enjoys selling Royal Metal products. 








cs a 


da FOREIGN AID — German workers of the West Berlin plant of 
Smith-Corona Marchant Inc. recently sent a check for the Hurricane 
Carla Relief Fund of Galveston, Tex. W. A. Faour, left, SCM regional 
manager, and G. F. Hartwell, right, SCM Houston representative, 
present the check to Theodore Stubbs, Galveston’s acting mayor. 
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FORTIETH ANNIVER- 
SARY — Masterpiece 
Studios of Chicago 
celebrated its 40th 
year in the business 
of publishing Christ- 
mas cards in this 
new plant at 20 N. 
Wacker Drive. 






















SERVICE AWARD — Al- 

fred H. Best, vice presi- 
dent, Richard Best Pencil 
Co., receives the pencil in- 
dustry’s Distinguished Ser- 
vice Award at the recent 
annual convention of the 
Lead Pencil Manufacturers 
Assn. in Bermuda. From 
left are: Harold Hassenfeld, 
president of Empire Pencil 
Co. and LPMA vice presi- 


WHITHER GOEST 

THOU?—This col- 
lege student is using 
one of the Carter’s 
Ink Co. waterproof 
felt-tipped ink mark- 
ers to stripe seagulls 
on New England’s 
sea coast. Working 
with the Massachu- 
setts Audubon So- 
ciey, students have 
used various shades 





lant of dent; Mr. and Mrs. Best 

rricane and Rolf Thal, executive of markers to distin- 
>gional vice president of Eagle Pen- guish gulls and trace 
itative, cil Co., who was recently their movements. 

or elected to his second term 


as LPMA president. 


ieee) 
Sth 
INIVE@ ARY 





@&. FIRST DEALER — Loyd Stein, I<ft, and 
Jordan Stein, right, brothers who operate S. 
Stein & Co., Chicago, congratulate Paul H. 
Adair, president of Western Manufacturing 
ae Co., on WESCO’s 15th anniversary. Stein & 
ae. 3 q Co. was the first WESCO dealer. 


>. PROUD PARENTS — Mr. and Mrs. Ivan Allen, Sr., Atlanta, accept the hon- 
crary NSOEA membership awarded to their son, Ivan, Jr., who had just 
been elected mayor of Atlanta. Father and son are both past NSOEA presidents 





NER DECEMBER 1961 49 








NEW PRODUCTS ..... 


Continued from page 16 


the two-way wallet or carrier, and the 
return envelope. “An economy factor 
for the bank is the re-use feature of 
the Speed-I-Mailer wallet; it is used 
over and over,” the company declared, 
explaining that the bank imprints the 
customer’s name and address on the 


wallet along with the account number. 
The entire set is available in a choice 
of three colors: green, blue and brown. 
“Because of the large distribution 
through stationers, Quality Park is able 
to offer the Speed-I-Mailer bank-by-mail 
line attractively lithographed for banks 
at a modest price,” the company added. 
Samples are available. 


416 
accessories 
James- 
the 


Coat Storage Units 

Two new coat storage 
have been introduced by Corry 
town Corp., Corry, 


Pa. They 


are 





Corry Coronet Costumer and the Cor- 
onet Companion wall hanger (pictured). 
The Costumer is a floor-stand, 4-hook 
unit of angular design. Posts are of 
extruded aluminum and are available in 


both natural anodized and black ano- 
dized finishes. Hooks also are of alumi- 
num, in a natural satin finish. The 
Companion wall units are available in 
4 or &8-hook models. 


Phone Call Record 417 
The Ca-Re-Bo 
oo 
: system for record- 
b ing and duplicat- 





ing telephone mes- 


a sages has been in- 
. \ } fa troduced by the 
% Ca-Re-Bo Co., 


Minneapolis. With this system, the com- 


pany said, the receptionist or switch- 
board operator automatically has a 
permanent copy of every phone call 
“without using messy carbon paper.” 


The back of the original is coated with 
wax carbon. Completed books are rec- 
ommended as leads 
or mailing lists. is sold in 
units of three messages in 
duplicate. 


sources for sales 


The 


books, 


system 
1,000 


Commemorative Seal Book 418 

Fifty-six full-color commemorative 
seals with historical text are presented 
in a new Civil War Seal Book issued by 


Eureka Specialty Printing Co., Scran- 
ton, Pa. The book, which retails at 25 
cents, measures 542 by 2446 inches, 


and contains eight sheets of die-cut or 
perforated gummed seals, plus the histor- 
ical pages and illustrated cover. 


ppp Ey ree cee sete eee cone EGE cee eRe ee a ey, 


SEA 
FOAM 
BOND — 


SAVE 
TIME 









WRITE TODAY FOR A FREE SAMPLE PACKET OF CAR- 
BONSETS. Dept. MS- 1261 


{ 
| 
| 
| 
| 
! CARBONSETS 
| 
| 
| 
| 
| 
| 
| 


~ \ 


_ Wha, 
Se Pe 
—— Sane 4 4 
~. Ss . “Se EO? 
“3. Pe, << f 


BECAUSE .. . every set contains 
top quality water-marked Sea 
Foam Bond. 

BECAUSE . . . Carbonsets cost no 
more than unwater-marked sets. 
BECAUSE .. . they're self-teach- 
ing. Complete instructions im- 
printed on every set. 


THE TYPE RITE tee 


114 BEACH STREET 
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ROCKAWAY, NEW JERSEY 
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419 
A new se’'f-ink. 
ing price marker 
has been develop. 
ed by the Carvey 


Self-Inking Marker 


Corp., St. OUuis, 
This unit features 
a short stroke that 
automatically inks 
before each im. 
pression, i nd 
moves the _ band 


assembly straight down in a direct line 
to mark prices, Garvey said. The con- 
struction includes clean change-of-price 
readings with big indexing wheels, easy 
snap-out and snap-in of band assem. 
blies, and ready re-inking and replace. 
ment of ink pads, the firm said 


Electric Paper Cutter 

A new electric 
paper cutter, “full- 
safety engineered 
with the modern 
practical features 
of the larger pro- 
fessional models,” 
has been added to 
the Triumph line 
of Michael Lith 
Sales Corp., New York. Able to cut 
more than a ream of paper in seconds 
(2% inch), the Triumph Electric-15 fea- 
tures an_ easy-to-read, easy-to-handle 


420 





back gauge, and insures accurate cut- 
ting and trimming, according to the 
company. The machine has a 15%-inch 


cutting width; 24-inch cutting thick- 
ness; 9144 by 24%-inch table space (front 
of knife bar); and a % _ horsepower, 
110 volt A.C. motor. 


Matte-Finish Spray 421 


A new matte-finish aerosol spray de- 


veloped by Krylon Inc., Norristown, 
Pa., is said to permanently eliminate 
glossy sheen and light glare from pho- 
tographs and other smooth, reflecting 
surfaces. The quick-drying spray forms 


an invisible film which is equally ef- 
fective on black-and-white or color sur- 
faces, Krylon declared. The new spray 
is available in 16-ounce cans at $1.95. 


Steel Locker 


422 

A new two-door 
steel locker for su- 
pervisory person- 
nel has been an- 
nounced by the 
Penco Division of 
Alan Wood Steel 





Co., Oaks, Pa. The 
unit offers as 
standard equip- 
ment two hat shelves, 5 coat hooks, 
and a hanger rod. Other features in- 


clude a separate compartment for hold- 
ing personal items or valuables. The 
standard Penco supervisor’s locker is 24 
inches wide, 21 inches deep, and 66 
inches high, including 6-inch legs. Stan- 
dard colors are green, gray and tan. 
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e f-ink. / 
marker : 
€ velop. . 
cm BUIN,UNEEEN 
Ouis, ' co 
e atures i] ] ]] ; 
a PAPER-KING moLEUe 
Y inks 
= PUNCH | 
va | Desk Top Cleaner 
7 Tine A top-quality punch offering out- | 
- standing features that heretofore LIN-O-KLEEN 
)t-price have been available only in far | -U- : 
S, Casy more expensive paper punches. $ 1.25 Tops for over 10 years with the 
assem Constructed of sturdy steel .. . Gallons $ 5.75 nation s largest companies and 
eplace beautiful nickel plate finish. Han- | ff Sa@HtOls ........ . : ae 
; ice aan. eoaiieain ills. ant dine Doz. Pints .$12.00 thousands of offices . . . definite 


proof that LIN-O-KLEEN — 
the miracle cleaner is the best, 


tic, available in many colors. The 


. . . WEST COAST SLIGHTLY HIGHER 
helical compression spring assures | 


Packed in ‘'Buy- 


saeiiea” tn positive punching action. Adjust- | Write for special ‘ . 
420 divideet pech- able paper gauge measures depth dealer discounts most economical, most profitable 
g h : ° 
iol tor aoe, of reach . . . receptacle holds clip- retail cleaner on the market. 


pings, easily emptied when full. 


Available with six dies of assorted 

shapes and three round dies. ree 
a GEM TICKET PUNCH... x 
" = pressed steel, nickel-plated 
punch with knurled handles. 
Available with six assorted 


dies, three round dies. Pre- 
priced card attached. 


shelf or counter 
display. 


Dealers everywhere agree 
LIN-O-KLEEN sells itself. 
Order your supply today. 






|} Supply of 

| Scott 2-ply > 
wipers with 
| 


we cnwcwewencecccecenen------- GR-- 










Free colorful direct mail 
folders available. 





sample or 


first order Manufactured by 


























[Oo cut i 
econds Wiemer’s, Inc. 
5 fea- 70 Vernon Street 
handle *" METAL PRODUCTS CO. Bridgeport, Conn. 
e cut- MARENGO e ILLINOIS 
o y - - - for more details circle 47 on last page’ - - - for more details circle 68 on last page 
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thick- 
(front 
oOwe;r, ‘ . 

AERO RELIEF NEWS Just 2 in the fast selling, 
profitable C-Thru line 

421 An outer space look at C-THRU 
1v de the Planet Earth. This TABLE T-SQUARE 
town, new globe by Aero is the ADJUS 6B -SQ 
— first and only to combine 

pho- : 


ecting True Raised Relief and 











aye } Illumination. Mounted 
4 a | ona genuine walnut base All plastic. Calibrated protractor head — 

spray | with full meridian ring, plastic arms. A multiple purpose professional 
$1.95, io annie tah othe ith bulb and in-li T-Square priced way less than other single 

it stan s 16” high, complete with bu and in-line use professional T-Squares. 12” to 36” sizes. 
) switch. True-to-nature colors, countries and cap- 

422 7 Pally - P hi — 
Ged itals fully detailed, produced of high impact C-THRU LETTERING GUIDES 
or sue | Washable vinyl. Retails at $29.95 

ial SS SA, SE ce “eae fcmencot sae tet 
srson- | ; APTS a Plas 4 NZ Pr yu VY 
» ae | AERO’s full line of accurately scaled True | APDEDIEN SKA AOPyS TUV XYZ | 

the a 2 a , Oe = leite ates , ‘ 
aoa Raised Relief maps include United States all Transparent plastic —easy to use with pencil or 

Steel | 50) states and The World. Both in three sizes and ink. Undercut prevents ink smears. Most letters re- 
. The prices; Gift — $9.95, Decorator — $24.95, and quire only one operation. Six guides to a set, 4%” 
aan Deluxe—$49.95. Authoritative and fully indexed to 42” sizes included. Only $9.00 list. 
oaks, they’re designed for the office and home, ready to Write for FREE C-Thru Catalog 
o4 hang and use. Catalogs, dealer sales aids, and 
hold- & . . &°> .. od . c ds 

The statement enclosures furnished. For authorized RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS © PROTRACTORS © OTHER DEVICES 
. . dealership information write to: Aero Service CT C= ll lH Iie 
Rees Corporation, Relief Map Division, Phila. 20, Pa. " 
an. | 
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ee cL ce | ce finger “typewriter” action, and a 100-sheet memo pad be- age, W 





neath its index cards. Made of bakelite, the 301 is available an alp 
in walnut, jet black and charcoal gray. The Princess Auto- hir ged 
Copy Paper phone No. 307, retails for $2.50, and features the select-o- Ne. 1: 
The Copying Products matic release bar. The 307 takes up 4 inches of desk space, 
Division of Interchemical has room for 650 entries, and is available in brown, black, 
Corp., Cincinnati, Ohio, has gray and ivory. Plusti 
introduced BC-70 IC _ In- \n 
stant Copy Paper. A wax- of adh 
free, white sheet, BC-70 is Retractable Ball Pencil 425 been : 
recommended for copying Venus Pen and Pencil Corp. Aches 
carbon copies or thin orig- has announced a _ retractable Chica 
inals by “bottom copy” (IC ball pencil retailing at 69 the lit 
paper beneath original) 3 ; cents. The product features a tik ch 
method only, the company said. Interchemical also an- yellow pencil-shaped plastic tured 
nounced the IC Speedy Statement Tray, a three-tray unit barrel, with black pinstripes clear 
that fits on top of Thermo-Fax machines, to expedite the and end-bands in black, blue, motio 
copying of ledger cards, and the IC Paper Picker, a shelf red or green, to match the featur 
unit which holds up to four boxes of IC paper and IC jackets, four available ink colors. Also article 
backing sheets and other material, designed as a compan- featured are a tapered tip and Stress 
ion piece to the Thermo-Fax machine. a new Venus emblem. The motio 
replaceable “camel” ink cart- pany’ 
ridges with Chromespun balls coupe 
Telephone List Finders 424 are priced at 29 cents. mate! 
Autopoint Co., a division the n 
of Cory Corp., Chicago, an- retail 


nounces two new telephone Telephone Accessories 426 
list finders in new Show- 


Memo-Index Set No. 

Case gift packaging. A new gg 1288, a combination of Furr 
feature of these indexes, is » memo pad and phone in- , 
that dealers can imprint and Nh, = dex, has been introduced by == 

; Li Park Sherman Inc., subsi- 
. f Va diary of Ketcham & Mc- 
\ 

XQ i 







s A 





personalize telephone _ in- 
\, dexes on their own imprint- 


ing machine. A_ separate Ni Dougall Inc., Roseland, N. 
self-adhering fabricoid — in- Z SS J. Both boxed memo pad 
sert in complementary col- 7 and phone index are styled 

ors is furnished with each index, at no additional cost. Auto- in gold-tooled leatherette in a choice of mahogany, ivory, 

point’s No. 301 (pictured), a $6.95 retailer, features one or red. A magnetic dialer-pencil is included in the - sins by ! 


If You're An Average Dealer You Can v v y 


Sell A SENTRY“ i 
Every 30 DAYS |____ | 






for lasting service... try 


EXEALISD PRESSBOARD FOLDERS 









} — 2 
_ / 
$680 Yearly Sales From $57 Inventory! ye TAL TABS 
Yes, Sentry dealers average 12-times-a-year TABS " CUT 
amg ‘ at iy as — $57 invest- SELF T & po 
ment oor model does it, because Sentry TRA GH 1 
drop ships to order. And Sentrys sell for less . GAL § 


than half as much as average competitive 
safes, yet return you full profit. Model $-C 
Big-safe features include Ver- Model S-3 sities 
miculite insulation, built-in 3- yg. List Sentry S-3 safe plus con- 
number combination lock, cealing cabinet of genu- | b A x S kK A e 
bank vault type lock bar, 2 : 95 ine mahogany, walnut or the 

drawers. U.L. “C” label. Write blond wood. Suggested 


for details. list | MFG. CO., INC. 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N.Y. 1 MAIN ST., BROOKLYN 1, N. Y. 


| AAA 
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pride... 


of ownership with 
Greater efficiency... 


Bigger profits ... 
More flexibility . .. 


mG. CO., Inc 
is yours with K een tao 
SAGINAW STEEL 
STORE FIXTURES Aluminum HOLDERS 
for information write to for your Business FORMS 








LIGHTWEIGHT * WEATHERPROOF 
SAGINAW INDUSTRIES CO. SEND TODAY FOR OUR CATALOG 
JUST CLIP THIS AD TO YOUR LETTERHEAD 





2119 S. Jefferson e Saginaw 25, Michigan 
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ag. Which retails for $2.95. The telephone index features 
an alphabetized name and number directory protected in 
hir zed acetate envelopes. The 3 by 5 inch Telephone Index 
Nc 1388 alone sells for $1.50. 


Plastic Tape 427 
in addition to its line 


of adhesive-backed tapes has 


been announced by Mystik 
Adhesive Products Inc., 
Chicago. The newcomer to 
the line is waterproof Mys- 


tik clear plastic tape. Fea- 
tured prominently in Mystik 


clear plastic tape’s promo- 
motion is its waterproof 
feature, stressing repair of 
articles like seat covers. 







Stressed throughout the pro- 
otion material is the com- e 
pany’s money-back offer in which the customer can send in a 
coupon printed in the Life ad and also offered on the display 
material. Available in two widths—%-inch and 1'%2-inches— 
the new tape is packed in individual dispensers, and is priced to 
retail at 29 cents and 59 cents. 


a 
= 


Furniture Line 


428 
Cathedral 
arches. with 
metallic mesh 
inserts are fea- 
tures of the new 
Classic oil wal- 
nut group re- 
cently revealed 
by Myrtle Desk Co., High Point, N. C. The executive confer- 
ence desk (pictured) has five arches along a special panel. 








@ SALE PRICE TAGS 
* SPECIAL SALE TAGS 
*® SALE PRICE PIN TICKETS 
* MERCHANDISE TAGS 
and PIN TICKETS 


DON'T HESITATE DON'T PROCRASTINATE 

CHECK YOUR STORE AND STORAGE INVENTORY 

AT ONCE! PLACE YOUR ORDER FOR FULL-PROFIT 

QUICK-TURNOVER DENNEY-REYBURN “YEAR-END” AND 
WHITE SALE" TAGS AND PIN TICKETS TODAY 


DENNEY-REYBURN COMPANY 


WEST CHESTER, PENNSYLVANIA 


THE NATION S TAG AND LABEL HEADQUARTERS 
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“PLURIMA” 


10 KEY HAND ADDING MACHINE 
with AUTOMATIC CREDIT BALANCE 


Retail Price Only 


Hl 


(OF-ToF- Tol] 6 a JA) 
(9,999,999.99) 


00 


PLUS $7.48 
F.E.T. 


Carrying 
Case Available 


FAST SALES «HIGH PROFIT 


For further information write: 


ALMA OFFICE MACHINE CORP. 
349 BROADWAY, NEW YORK 13, N.Y. 





emmy 


Pee 


Description: 


No.2 — 11%” reach. Ve" to Y% 
round holes, ass‘t. dies, letters & 
figures. 

No.3 — 1/2" reach. Ve" to V4 
round holes, ass’t. dies, letters & 
figures. 

No. 12 — 2” reach. Ye" to V4 
round holes, ass’t. dies, letters & 
figures. 

No. 470 — 3’ reach. Ve" to V4 


round holes, ass’t. dies. 

No. 46— Minute Book Punch, % 
to V2’ round holes—oblong, oval 
or slotted holes. A Notch or Edge 
Cutter where large dies are re 


quired. 

TALLY COUNTER PUNCH registers 
1 to 99,999. Available with Ve", 
3/16” & VY" round holes and all 


COUNTER 
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Ticket Punches 
by HOGGSON for Every 


Office and School Use 










No. 26 &  e 
No. 27 “Sas 


standard designs. Ask for models 

equipped with Tally Counter 

No. 17 — Notch or Edge Cutter 

Dies V4’ to 5/16” max. 

No. 33 — Notch or Edge Cutter 

Dies ¥e" to 2’ max. 

No. 29 — Corner Punch aids in as 

sembling & fitting letters and 

papers. (Oblong slots) and '/" to 

VY4"' round holes. 

No. 26 — Sliding Gauge Punch 
h. 

No. 27 — Sliding Gauge Punch 

2” reach. 


Send for 
HOGGSON 
PUNCHES 
Folder 





THE HOGGSON & PETTIS MFG. CO. 


20G Prindle Hill Road, Orange, Conn. — SYcamore 5-4777 
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NEW PRODUCTS ...... age may be written, to the back Cover 
FAU LTLESS where the figure says “Bye.” The notes 
Ds ; are boxed in ten’s, at 59 cents reiail, 
PENCIL CLIPS | The mesh, Myrtle Desk said, is burnished Also announced by Gibson were two 
=n modem. three- gold, as is the bale hardware. Arch in- new posters promoting St. Patrick’s Day ¥R 
dimensional _fold- serts also are available in walnut, with and graduation cards. The posters are 9™ 
~ Bing 4 — horizontal grain to contrast with the free with $25 orders. i | 
ve set ° se quartered walnut panel. Combining tra- 
Faultless —_ pencil ditional and modern design elements, 
clips accessibly 5 RR ; ae ye , 
oe the piece has Italian chamfered legs f / 
an th with reverse tapers, and a cantilevered Lotter Opener : 430 
of counter space , , Acme Shear ©o.. 
Bi pipe top. There are no ferrules. The new Bridgeport, Coan 
orful blues and Classic group includes a credenza to h: ics ath 4 co) |. iny! i 
whites against accompany the executive desk, and other — oe ‘Col 
which the bril- ae on jer ‘ y sis ‘i ; h new forged sieel ape 
liantly nickel plat- pieces are being added, according to the a a or st 
ed clips _glisten company. The Classic desk No. 678 is nine-inch Kleencut JP | 
and shine drawing EE ee RR le o, al Oe letter opener. Pric- [fom \ 
ti / > de, 58 inches deep, and <z 1 ¢ 
making sales. The inches high. It lists for $585 with an ed to retail for 25 wo sta! 
— meee oil walnut top, and $645 with a Park- orm, the ss jan 
have a tempered wood plastic top. available with a fhalnut 
4d “oe encircling flat handle, No. X shes Ul 
and. - gene 
| e 291, or offset han- byt We: 
| Greeting Cards 429 dle. No. X292. 
2 Also — . | Gibson Greeting Features of the | 
ieces on a fla eis : ; 
pn or 1 gross Cards Inc., Cincin- nickel-plated unit Discou 
to a box. nati, Ohio, has in- include: a hole on Add 
| troduced a new top for hanging; has an 
a ey. m4 assured. | letter-ette design Ys -inch markings  § off | 
L ming te he sang A featuring black on the handle for 00 it 
Dept. M. HOLYOKE, MASS. a 2s =e mensuring; © son aaahipl 
SERVICE ’ QUALITY drawing on white stock (pictured ), Black der, tapered blade; and a fine tip. Packed ervice 
arrows lead from the waving cover fig- one dozen to a box, the openers are 
- - - for more details circle 65 on last page ure, “Hi,” to the inside where the mess- available through jobbers. -” 
—_____ upph 
W-2 FORMS . . vv. oe 
ing 
Approved Federal, State and City for la $ t in g service... t ry uring 
wage-tax reports for 1-write oper- new Ci 
ation for NCR, Burroughs Sensi- a 
, : if ste: 
matic. Also IBM Continuous, mar- ‘ 
ginally punched; and State cards. PR ESSBOA RD FOLDERS blies, 
il Wl 
STOCK FORMS ld 
Invoices, bills of lading, purchase orders, L TABS ° 
reply messages, etc. You take the order, ss META CUT 
~ | +6LF TAB FTH 
we fill it in your name. SEL g FI Supp) 
Forms imprinted or plain. | TRA IGHT e TH size i 
ea 
PROMPT SHIPMENT © MILLIONS OF FORMS | LETTER ° “a 
ALWAYS IN STOCK ew a 
Excellent profits—write for PROFIT-PLAN | hipp! 
now! Serving the trade coast to coast! ~~ 
} th luring 
e — 9 
99 Hudson Street | WEG. CO. ING ms, § 
° . . ars, 1 
StEMS New York 13, N.Y. WA 5-4050 





1 MAIN ST., BROOKLYN 1, N. Y. es, ¢ 
. . « for more details circle 67 on last page 
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Spec 
A STERLING MOISTENER FOR EVERY PURPOSE Hime 
go00tebesehunbsoovesce cialti 
cialty 
Licks envelope, stamp and label moistening problems inclu 
... yours for quick profits and fast turnover! and 
grew 
this 
seals 
ER pictu 
ONse HOSTER. Whi 
5i4 SP selves: a\\ary ac: The 
No. * yy tnems® ped CAR nds! 
qney SU ictenel- ya eos | mals 
SpOnB® acsorte i= now 
No. 
-°13 SQUEEZ-BOTTLE MOISTENER N Boc 
attractive disslay ound, Moistener lst C 
'Splay package for j “ 
prot pitrestabe, polyethylene Tea TENER ne 
- +. Spon ‘ 
water evenly, ideal for trading sreese® cosshlaite ua afe, rest ar 
esi, : 10s ho: 
Nrite f lete catal a N. Indiyj doa 
Write for complete catalog retail 29* i ‘ ded. Popularly has 
Sp STERLI NG PLASTICS co. Fine Quality Guaranteed Since 1930 retail 25¢ nou 
1140 Commerce Avenue, Union, New Jersey con 
- - - for more details circle 62 on last page abl 
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iny! Clad Store Fixtures 300 
“Color sells” is the theme of a new 
lor styling chart available to readers 
«om M & D Store Fixtures. Twenty- 
wo standard colors are shown in vari- 
ys finishes along with M & D’s new 
yalnut and blonde vinyl laminated fin- 
thes that “look and feel like wood 
hut wear like steel.” 


piscount Catalog 301 
Add Sales Co., Manitowoc, Wis., 
has announced that its new catalog 
s off the press. Featuring more than 
00 items, it includes Flexo-Span 
multiple base construction of self- 
kervice islands and side-wall units. 


Supply Catalog 302 
Repeat-O-Type Stencil Manufac- 
wring Co., Brooklyn, announces its 
new catalog featuring a complete line 
of stencil and spirit duplicating sup- 
plies, including the new E-Z-C sten- 


til which is carbon cushion inter- 
eaved. 

Supplies Catalog 303 
Seal-O-Matic Dispenser  Corp., 


Newark, N. J., has released its 1962 
hipping room supplies catalog, fea- 
uring items including: tape dispens- 
as, staples, safety knives, box open- 
as, ink marking devices, price mark- 
es, and measuring tapes. 


Specialties Catalog 304 
A new catalog of stationery spe- 
tialties has been issued by Eureka Spe- 
tialty Printing Co., Scranton, Pa., and 
includes an expanded line of cutouts 
and decorative seal books. Among 
new seal-book subjects included in 
this catalog are cats, butterflies, Bible 
seals, and a book of patriotic seals 
picturing famous Americans, plus the 
White House and Independence Hall. 
The line, including flowers, birds, ani- 
mals, holiday and special subjects, 
now includes 59 different books. 


Board Catalog 305 
Claridge Products & Equipment 
Inc, Harrison, Ark., a supplier of 
large chalkboard and cork bulletin 
board installations in the school field, 
has issued catalog A-61, which an- 
nounces, describes and illustrates the 
company’s line of smaller and _ port- 
able units for the business office, fac- 


DECEMBER 1961 





tory, home, church, hospital, club, or 
training center. The 16-page, full- 
color booklet also features related 
Claridge products, such as art easels, 
peg boards and flannel boards. 


Furniture Catalog 306 

Structural Products Inc., Charlotte, 
Mich., has announced its new of- 
fice furniture catalog, featuring new 
additions to its office furniture and 
partitioning line. New products in- 
clude horizontal lamps, a merchan- 
dising display system, desks, tables, 
and a new Kralastic drawer which may 
be used as a file and storage system. 
This modular line of office furniture, 
the company said, eliminates the ne- 
cessity of “building-in” storage and 
work space requirements. 


1962 


Feb. 16-18—Western Show, National 
Stationery and Office Equipment 
Assn., Brooks Hall, San Francisco. 

Feb. 16-18—NSOEA District 9 Meet- 
ing, Sheraton-Palace Hotel, San Fran- 
cisco. 

April 5-7—NSOEA District 4 Meeting, 
Vinoy-Park, St. Petersburg, Fila. 

April 23-27—National Assn. of College 
Stores Annual Convention. New 
Yorker Hotel, New York. 

April 26-29—Natjonal Office Furniture 
Assn. National Convention and Ex- 
hibition, New York Coliseum and 
Barbizon Plaza Hotel, New York. 

April 27-28—NSOEA District 5 Meeting, 
Dearborn Inn, Dearborn, Mich. 

May 3-4—NSOEFA District 7 Meeting, 
Galvez Hotel, Galveston, Tex. 

May 4-8—National Art Materials Trade 
Assn. Annual Convention, Statler-Hil- 
ton Hotel, New York. 

May 10-11—NOSEA District 10 Meet- 
ing, Mountain Shadows, Scottsdale, 
Ariz. 

May 14-15—NOSEA District 8 Meeting, 
Hotel Chinook, Yakima, Wash. 

May 25-26—NSOEA District 6 Meeting, 
Hotel Leamington, Minneapolis, Minn. 

June 11-12—NSOEA District 2 Meeting, 
Grossingers Country Club, Ferndale, 
mm: ¥. 

June 22-23—NSOEA District | Meeting, 
Equinox House, Manchester, Vt. 
June 24-27—National Office Machine 
Dealers Assn. Annual Convention, 
Leamington Hotel, Minneapolis, 

Minn. 

June 25-26—NOSEA District 3 Meeting, 

Pocono Manor, Stroudsburg, Pa. 


EE PAPER CoO. 
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New Low Cost 
FLEXO-SPAN 


Self-Service Island 


_— 





















With 
“Diamond” Perforated 
Metal Shelving 
You'll enjoy 
PLUS SALES—PLUS PROFITS 
with new low cost 


FLEXO-SPAN 
All New 1962 Catalog 
On self-service multiple base units—sltd. 
wall stds.—brackets—and all other fix- 
tures and fixture hardware. 
Write today for your 
FREE 
Wholesale Discount Catalog 


ADD SALES CO. 


829 York St. Manitowoc, Wisconsin 
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WE 
ARE NOW 
OPEN TO 

ACCEPT 
CONTRACT 
ORDERS 
FOR 
1962 
W-2 FORMS 


Minimum Quantity: 50,000 
Write for Details 








BENSON BROS.: 


IAM APRUATE OF ACCOUNTANTS’ SUP 









Dept. MS3, 510 Rockaway Ave., 
Valley Stream, L.1., N.Y. @ LY 3-2330 














- - - for more details circle 21 on last page 


56 


CLASSIFIED ADVERTISEMENTS. 
Deadline for classified 
ts pak oh hes 


outed as one word 





advertisements is 
month preceding 
magazine is issued. 
RATES: 30c a word. Minimum Order: $6.00 
Names and address are to be included in the 
count. Initials or sets of figure are to be 











FOR SALE 





Jall pens, retractable. 4c prepaid Refills. brass 
silver tip at lastic fills 24oc. Camel's hair 
artist brushes, dozen, 50k Samples 15 Mac 
leans, Box 564 MS, Houma, L« ina 











HELP WANTED 





Salesmen now calling on gift stores, drug stores, 


etc. We are a 31-year-old publisher of studio 
und humorous greeting cards. 259% commissions. 
Prepaid shinments Free racks, et Box 305, 
MODERN STATIONER, 1 East First Street, 
Duluth 2, Minnesota 1-62 


SALES MANAGER 


National manufacturer of fast-moving line needs 
dynamic manager to supervise sales force and 
strengthen distribution. Must have sales man- 


agement experience in stationery field, ambition 
i organization, acquaint- 
1 live in So. California 


to grow with aggressive 
ance with wholesalers. Wil 


travel extensively. Salary and opportunitv—oven 


Send confidential resume to: Box 336, MODERN 


STATIONER, 1 East First Street, Duluth 
Minnesota. ) 


Exclusive distributorship 
ity, nationa!ly advertis 
standard typewriters 





existing dealers available ox 3 MODERN 
STATIONER. 1 East First Street. Duluth 2 
Minnesota 12-6 


MANUFACTURER'S REPRESENTATIVES 
) 


WANTED for line of Office Seaturng. Territories 
available: New England states, Wisconsin, Illi- 
nois, Michigan, Indiana, Ohio, Kentucky. West 
Virginia. Contact Stylex Seating Co Delano 
N > 12-61 


el 
TO THE 
OFFICE EQUIPMENT 
SALESMAN 
WHO WANTS TO BE 
IN BUSINESS 
FOR HIMSELF 
A FEW TERRITORIAL FRANCHISES 
STILL AVAILABLE 
NO FRANCHISE FEE— 
MINIMUM DOLLAR INVESTMENT 


\ complete major line of magnetic tape 
dictation machines now has a few select 
territories available for an established 
dealer with experience or for a man who 
wishes to build a business of his own 


the foremost in the 


This line is one of 
business equipment field with national 
distribution and supported with a com- 
plete dealer sales promotion, merchandis- 
ing and advertising program. Hundreds 
of present dealers are enjoying peak level 
sales with this complete line of office 
communication equipment. Our prod- 
ucts are approved for sale with the 
General Services Administration — for 
purchase by government agencies 
Protected $3,000 minimum cash in- 
vestment required for fast moving in- 
ventory—No Franchise Fee. 

This is your opportunity to build a 
healthy and profitable business for your 
self in this proven and growing field of 
magnetic tape dictation and office com- 
munication equipment 

Write me for full details: President, 
Box 335, MODERN STATIONER, 1 
East First Street, Duluth 2, Minnesota. 









ELCIRIS” 


for high qual- 
ort able and 


erritory with 


ws FLIP 










games in new 400-F display 
feature « FLIP- MOVIE BACKS 
¢ THREE NEW GAMES 


“FLASH CARDS 7g, 
the quality line 
Only 29c ‘ 


Ed-U-Cards Mfg. Corp. 
13-05 44th Ave., Long Island City 1, N.Y, 
Showroom: Room 353 « 200 Fifth Ave., N.Y 


MANUF ACTURED AND DISTRIBUTED UNDER LICENSE 
IN CANADA BY INTERNATIONAL GAMES OF CANADA 


NEW TORONTO, ONTARIO 


- for more details circle 28 on last page 


HEDGES 


takes over at 
the end of a 







record year! 


no. 21 wooden transfer 
case 


no. 7 corrugated transfer case 


BOTH AVAILABLE IN LEGAL SIZE 


HEDGES MFG. co. 
1441 CIRCLE AVE. 
FOREST PARK, ILLINOIS 


i 
- for more details circle 40 on last page 
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ebrein additions! information on cow products, wwede Moreture end sdveriieed produts tn tle 
the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS © * cir tix.c%j,— “See ie» 2 ue gen 8 Spy. — ole — 
Clarin 






page 12. 


10 Acco Products — Binders — page 15. 25 



























Mfg. Co., Inc. — Stacking chairs 39 Hammond, C. S. & Co. — Maps, atlases 


— page — page 37. 
11 Ace Fastener Corp. — Staples — 4th 
cover, 26 Corry Jamestown Corp. — Office furni- 40 Hedges - Co. — Tener ee 
ture — page 4. page Fie 
. 12 Add Sales Co. — Store fixture — page » 6 ts ts 
ay 56. am, le Fey ” — Giobes = ao e rae 
KS page 39. 41 Heyer, Inc. Stencils page 47. 
13° Aero Service Corp. — Globes, maps — aH 
28 i ee wee oggson & Pettis Mfg. Co., The — Ticket 
7 page 51. matey (ig. Corp Gomes punches — page 53, 
14 Alma Office Machine Corp. — Adding 
oe machine — page 53. 29 Enor Corp.—Typewriter pad—page 39. 43 International Business Forms, inc. — 


Business forms — page 47. 


15 American Kleer-Vu Plastics, Inc. — Sheet 30 Equipto Div., Avrora Equipment Co. — 
ne protector — page 38. Shelving — page 16. 44 ro Office ee — Wood 


N.} 16 Anco Wood Specialties, inc. — Folding 31 


table — page 41. Erie Art Metal Co., inc. — Wastebaskets 


45 K & C Metal Products Co., Inc. — Steel 


— ad 
page desk — page 42. 
} 17 Apex Business Systems — Business forms 
page it 32 Faber-Castell, A. W., Pencil Co., inc. — 
page 54. Seecin ae a vor 46 Kleen-Stik Products, Inc, — 2sided ad. 
hesive — page 45. 
18 Bankers & Merchants, inc. — Daters — 
page 46. 33 Fieh ie Se — Marking device — 47 McGill Metal Products Co, — Paper 
page punch — page 51. 
19 Bee Paper Co. — Artist's papers — 
page 55. 34 Frankel Mfg. Co. — Typewriter ribbon 48 Melind, Louis, Co. — Paper punch — 
— page 17. page 47. 


20—Benson Bros., Inc.—Tax Forms—page 18. 
35 Gibson, The C. R., Co. — Memory books 49 Micropoint, Inc. -— Reproducible ink pro- 


21 Benson Bros., Inc.—Tax forms—page 56. and albums — page 8. ducts — page 45. 
22 Brush, John D., & Co., inc. — Safes — 36 Gibson Greeting Cards, inc. — Christmas 50 New England Paper Punch Co. — Paper 
page 52. cards — page 22. punches — page 46. 
. 23 Burroughs Corp. — Adding machines — 37 Globe-Wernicke Co., The — Office acces- 51 Pike, E. W., & Ce., inc. — Moisteners 
page 3. tories — page 14. — page 41. 























12-41 
Please Print ov Ee ee > Position. 
Type Information { ) Dealer { } Wholesaler { JMfr’s. Representative 
Re I cece 
| want to receive (continue receiving) MODERN STATIONER ( ) Yes ( ) Ne 
Business Name 








Tell-Me-More Dept. Sines Aad 
MODERN STATIONER ,,. Zone 





Simpl 


ber of the 





service you 





Advertised Products; 10 11 12 13 14 15 16 17 1 9 20 21 
27 28 29 30 3) 32 33 34 35 36 37 38 39 40 41 
48 49 #50 51 52 53 54 55 56 57 58 59 60 61 62 63 
69 70 


New Products: 400 40) 402 403 404 405 406 407 #408 409 
a4 415 416 417° 418 «4419 #420 #42) #422 #423 «#424 «425 «426 


Yours for the Asking: 300 301 302 303 304 305 306 


Regna Cash Registers, Inc. — Cash re- 
gisters, adding machines, safes—page 13. 


Remington Rand, Office Machines Divi- 
sion — pages 10-11. 


Remington Rand, Portable Typewriters — 
3rd cover 


Remington Rand, Clary 
machines, cash registers — page 21. 


Rogersnap Business Forms — Business 
forms — page 6. 


Saginaw Industries Co. — Store fixtures 
— page 52. 


Saunders Mfg. Co., inc. — Holders for 
business forms — page 52. 


Seneca Novelty Co., Inc. — Rulers and 
yardsticks — page 14. 


Sengbusch Self-Closing Inkstand Co. — 
Office aids — page 43. 


Star Forms, inc. — Business forms — 
page 41. 


Sterling Plastics Co. —- Moisteners — 
page 54. 


Type/Rite Corp.—Carbonsets—page 50. 


Underwood Corp. — Portable typewriters 
—— 2nd cover. 


Van Valkenburg, t. D., Co. — Pencil 
clips — page 54. 


71 


2 one 


Vernon, S. E. & M., Inc. — Binders 
page 43 

Warshaw Mfg. Co., Inc. — Folders 
pages 46, 52, 54. 


Wiemer's, inc. — Desk Top cleaner 
page 51. 


X-Acto Precision Tools, inc. — Cut and 
paste.up set — page 446. 


Arrow Fastener Co. — Stapling equip- 
ment —- page 35. 


Denney-Reyburn Co. — Sale tags — 
page 53. 


New Products 


400 


401 


Reception Area Line 


—_ ~s - 
er a 


Framing Device 
Dispenser Deal 
Desk Set Trophies 
Display Pieces 
Compartmented File 
Calendar-Board 

Gift Wrap Closure 
Office Furniture 
Floor Protectors 
Office Copying Machine 
New Ballpoint Pens 
Offset Eraser 
Stationery Embosser 











— 


BUSINESS REPLY CARD 
) FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., DULUTH. MINN 


TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 
DULUTH 2, MINNESOTA 

















Bank-by-Mail Envelope 
Coat Storage Units 
Phone Call Record 
Commemorative Seal Book 
Self-Inking Marker 
Electric Paper Cutter 
Matte-Finish Spray 
Steel Locker 

Copy Paper 
Telephone List Finders 
Retractable Ball Pencil 
Telephone Accessories 
Plastic Tape 


Furniture Line 
Greeting Cards 
letter Opener 


Yours For The Asking. | 


Vinyl Clad Store Fixtures 
Discount Catalog 

Supply Catalog 

Supplies Catalog 
Specialties Catalog 

Board Catalog 

Furniture Catalog 





| You still have 
‘time to cash in i}, 


on this 


Memington. 
de ae 


| CHRISTMAS 
PROFIT 


PROMOTION! | 


Counter card with easel stand. 
Typewriter roller cards. 
**Stick-on’’ rotating window display 
Co-op mat ads 
Radio scripts 


Milf you do not have your complete 
‘ ; MR. WILLIAM MOST, Advertising Manager 
os Remington Portable Typewriter pro- Remington Portable Typewriter Division 


of Sperry Rand Corporation 


motion kit working in your store, by all | jeruiewssoth town nv 
means send this coupon to get yours! me 
It's designed to help make your store 
and your profits look exciting! All store 
display material is in full color and 
everything sells hard yet takes up 


minimum counter and window space! 


NAME 


STORE NAME _ 


ADDRESS 
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THIS IS AN UNRETOUCHED PHOTOGRAPH 


The distinctive ““Durastan” sheen on Ace Staples is your key to greater perform- 
ance. Ace Staples are plated with “Durastan,” a new alloy that makes each staple 
rust-resistant and more durable. 

With Ace Staples you’re never bothered by thin wire, heavy lumpy coatings of 
glue, misalignment, skewed staples, jagged cut-offs, legs that are not at right 
angles. Unlike ordinary staples, Ace Staples must meet rigid quality standards 
before they’re passed on to you. That’s why you’re assured of perfect performing 
staples every time. So the next time you buy staples say “ACE,” and be sure. 


(Pots eerves\, 


ACE PILOT STAPLES— 


nest for all standard machines 


FASTENER CORPORATION 


est Victoria St., Chicago 46, III 


4100 


\A 
VV 
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